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What stopped the automobile in 
front of your door? 


Brake Linino! 


There is a constant demand from motor car owners for 
brake lining, because even the best will not last forever. 
There is a steady demand for 











herrmo,s 


HYDRAULIC COMPRESSED 
- Brake Lining-100GQ... 


because it is known universally as the brake lining that retains its grip- 
ping efficiency until worn paper thin. Thermoid is brake lining clear 
through—tougher for its purpose than steel itself. It is brought by 
hydraulic compression to a uniformity and density that give 100% grip- 
ping power until it is actually worn out. Even that takes months longer. 
You will find it worth your while to look into 
Thermoid as a motor accessory staple. A line will 

bring further particulars. 


Thermoid Rubber Company 


TRENTON, N. J. 











BRANCHES: 
New York Pittsburgh Indianapolis San Francisco Philadelphia 
ner ‘ae ae oll, Chicago St. Louis Detroit Boston 


heat, eo a Our“Guarantee: Thermoid will make good—or we will 
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We Have Bridged the Gap 


The National Mfg. Co. has been selling direct to the 


retailers since its organization in 190]. 

This method is the most profitable one for our customers. They are 
assured of the best quality of hardware, shipped promptly, and without 
substitution. 

In addition to this we co-operate with the 
retailers in advertising and selling the 
National line. 


the retailers 
appreciate this 


Not only in our method of distribution do we excel, but also 
in packing the National Line. 


All National goods are packed most conveniently for the dealers use. 
This method cuts down the overhead expense of handling. For instance — screws 
are packed with all of the goods. This saves time in counting out screws. Makes 
delivery quicker. All cartons 
are taped. Broken packages 
are easily noticed when invoicing. 


Everything possible has been 
done to eliminate waste and 
conserve time for the retailer. 


Why not allow us to tell you 
of the profit that can be made 
by handling National goods. 


National Mfg. Co. a 
Sterling, Illinois 

















ardware / 








Volume 96 


New York, September 16, 1915 


No. 12 





EXPERIENCES WITH ACCESSORIES 


Another Installment of Letters from Merchants 
Handling This Paying Line 


AGE daily praising accessories. The ones 
herewith reproduced simply serve to drive 
home the fact that accessories pay. 

Accessories are not a rosy road to sudden wealth, 
but properly and energetically advertised and 
pushed, they will yield good, healthy profits. These 
letters should convince even the wary, skeptical 
persons of that fact. There are instances without 
end which are brought to the attention of HARD- 
WARE AGE where a dealer has put in a very modest 
stock of automobile supplies, and after prosecuting 
a vigorous, salesmanlike campaign, has found that 
the goods began to move from his shelves with sur- 
prising alacrity. 

There is every reason why the letters which are 
appearing in HARDWARE AGE should command the 
earnest attention of the trade. They are solid, con- 
crete facts which show the way toward greater 
profits. 


Mo * letters are being received by HARDWARE 


Thinks Aceessories Profitable 


NASHUA, N. H. 
To the Editor: 

We are handling motor accessories in a small way 
and are adding to the line from time to time. 

We think it will prove a very profitable depart- 
ment of our business, but, of course, it takes time to 
work up a trade in this as well as in other lines. 

We have not stocked tires as yet, although we sell 
some on orders. 

The fact that the wholesalers are taking on auto- 
mobile supplies would tend to show that this busi- 
ness is gradually working toward the hardware 
stores. 

Yours truly, 
HILL HARDWARE & PAINT COMPANY. 
A. L. HAMMAR. 


Is Enthusiastic About Tires 


BLOOMINGTON, ILL. 
To the Editor: 

We bought a small stock of automobile tires 
eighteen months ago, thinking the profit would be 
about thirty per cent, and that twenty or twenty-five 
casings would be sufficient stock, as we could order 
by express from Chicago for any customer who 
wanted sizes we could not supply from stock. We 
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anticipated a business similar in profit and size 
to that of lawn hose which we buy from the same 
factory that we buy the automobile tires. Our 
ideas were wrong. 

Prices were cut last year and are established 
this year so the profit is only fifteen per cent. Cus- 
tomers will not wait for special sizes and factory 
branch is frequently slow in filling orders so a 
stock of two hundred casings in addition to tubes 
is required in this town, where there are eight large 
stocks of tires besides that many garage stocks. 

The possibilities of the tire business are much 
larger than we anticipated, the stock turns over 
more frequently and a large percentage of sales are 
for cash, adjustments are not over one or two per 
cent of sales and we consider it one of the cleanest 
lines: in every way that we handle, and one that 
can be pushed. 

We are steadily increasing our line of accessories 
and find the high grade and high priced lines are the 
most satisfactory. Our largest selling items are 
tire chains, spark plugs, pumps, dry cells and tire 
repair sundries. 

Yours very truly, 
HOLDER HARDWARE COMPANY, 
SAM HOLDER. 


Interested in Others Experiences 


LEWISTON, ME. 
To the Editor: 

We do not handle automobile accessories and sup- 
plies in a general way, although we have a few items 
that may be identified with that line. 

Our observation locally leads us to believe that 
this trade is very much “cut up” and that cheap 
goods and cut prices are injuring the business. We 
are watching carefully, and if it seems practical to 
put in an assortment of the lighter articles without 
the necessity of carrying the larger and heavier 
articles such as trunks, tires, tops, magnetos, etc., 
we may give it a trial. 

We shall be very much interested in the ex- 
periences of those who have taken on this line, and 
possibly through your columns we may get just the 
information we are in need of to determine the 
matter. 

Very truly yours, 
THE GEO. A. WHITNEY COMPANY. 
GEORGE A. WHITNEY, Treasurer. 
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Has Sold Accessories for Two Years 


DOVER, N. H. 
To the Editor: . 

Nearly two years ago we put in a few automobile 
accessories and supplies. Since then we have added 
to the line such goods as we had a call for until now 
we have quite a good assortment. We devote one 
entire show window through the summer season to 
automobile goods. 

We find the business satisfactory and profitable. 
We have never handled casings and tubes, as the 
margin for profit does not look attractive in this 
part of the country. We carry the different grades 
of oils and greases used on automobiles and most of 
the smaller accessories. 

We try to get in touch with the automobile own- 
ers in the city and get them coming to us for their 
repairs. We believe it pays in the increased sales of 
tools to put in a line of accessories. 

Yours very truly, C. L. JENNESS. 


Handles Accessories to a Small 
Extent 


KEENE, N. H. 
To the Editor: 

We handle automobile accessories to a small ex- 
tent and are working into them as fast as we are 
able. There are several large garages here which 
get the bulk of the trade, and we believe we have 
more competitors from that source than any town 
of the size of Keene. 

Yours truly, 
SPENCER HARDWARE COMPANY. 


Have Begun in a Small Way 


BANGOR, ME. 
To the Editor: 

We have handled accessories and supplies since 
last May. We have not made any money with this 
line this year, because we began in a small way, but 
we have learned quite a lot about them so that by 
another season we will be in a position to carry quite 
an extensive line. 

Yours truly, 
RICE & MILLER COMPANY. 
RALPH S. CROWELL, Treasurer. 


Hardware Age 


Getting Down to Hard-Pan 


STREATOR, ILL. 
To the Editor: - 

We are handling automobile sundries. The 
changes in automobile sundries come so rapidly that 
it is hard to avoid accumulating some dead stock 
and also some items on which the price diminishes 
one-half between the time of buying them and sell- 
ing them; still, most things are getting down to a 
hard-pan basis now, and if one will confine himself 
to standardized articles a nice business can be done 
by the hardware dealer in automobile sundries. 

It is like any other line, however, he should carry 
the higgest stock and the best variety of anyone in 
his community in order to get the full benefit of the 
line. 

Yours very truly, 
WILLIAMS HARDWARE COMPANY, 
CHARLES H. WILLIAMS, President. 


Enthusiastic Over Accessories 


BURLINGTON, VT. 
To the Editor: 

We are very enthusiastic about automobile acces- 
sories. They are getting to be a big part of our 
business. 

HAGAR HARDWARE AND PAINT COMPANY. 


Is Watching His Customers’ 


Demands 


SOUTHBRIDGE, MASS. 
To the Editor: 

We do handle some automobile goods, tires, etc., 
and will no doubt get into the accessory line, as 
people are calling for goods right along. 

Yours truly, J.J. DELEHANTY & Co. 


Thinks of Adding Accessories 


FORT FAIRFIELD, ME. 
To the Editor: 

We do not handle automobile accessories and sup- 
plies yet, but are contemplating adding that line, but 
not before another year. 

Yours truly, 
L. K. CARY COMPANY. 
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Enamel ware, refrigerators, etc., featured in the show window of Wallace Armer, Schenectady, N. Y. 


SELLING PAINT IN THE FALL 


A Few Reasons Why the Paint Department Should Take on a New 
Lease of Life When Cool Weather Arrives 




















An excellent display of paint made by A. J. Robinson, Cleveland, Ohio, in which manufacturers’ display material 
plays a most important part 


period of rest after the annual Clean Up and 

Paint Up Campaign and why it should be 
allowed to slumber undisturbed is a puzzle. It can 
be solved perhaps by the attitude taken by a great 
many dealers who make the excuse that “Most people 
do their painting in the spring, so we don’t pay much 
attention to the fall.”” We naturally sell more paint 
in the spring because we give it an occasional boost 
but the idea that paint sales are entirely confined 
to that season is wrong. Close attention to special- 
ties will keep a paint stock moving the whole year, 
and when late summer approaches the best time in 
the year to sell paint for outside use comes with it. 


Fall the Time to Paint 


“Fall is the time to paint.” Get this idea thor- 
oughly instilled into your system. Keep hammering 
it at your customers till they realize the common 
sense of it and act on it. If your paint department 
doesn’t take on a new lease of life when fall comes 
around, something is wrong in the works. 


J UST why a paint stock should be given a long 


The Farmer Has Money 


Appeal can be made most successfully at this sea- 
son to the farmer and to the man who lives in the 
rural district. There is no time when he has so 
much money in his pocket or so much time on his 
hands as when his crops are harvested and sold; 
there is no time in the year when buildings are in 
such good condition to receive paint as after the 
hot sun and the warm drying winds of summer. 
New buildings that have been erected during the 
summer are now ready for paint inside and out; 
fall housecleaning will unearth a lot of paint needs, 
and now that the period is coming when people will 
be compelled to spend more time indoors they are 
more willing to listen to suggestions of how to make 
the interior of their homes brighter and more attrac- 
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tive. And on the top of all these good reasons— 
we need the money. Increased business now means 
a more satisfactory balance on the profit side at the 
end of the year. 

Manufacturer Will Help 


Every large paint manufacturer in the country 
stands ready to circularize a list of prospects for 
you, or to provide you with special window display 
material and circulars for a rousing good fall paint 
campaign. 

Give your paint department the most thorough 
cleaning it has ever had, and after everything is so 
slick it puts the rest of the store to shame, pick out 
the brightest and cleanest cans in the whole lot for 
the best paint display you ever had. Play up the 
fact that a little spent for paint now means a lot 
saved for repairing that will have to be done if 
neglected until the winter winds have had their turn. 

Good Use of Display Material 

We have reproduced a window display made by 
A. J. Robinson of Cleveland, Ohio. The excellent 
display material has been combined with a simple 
arrangement of paint cans to produce a window that 
is exceptionally strong. A neat card in the fore- 
ground calls attention to a flat washable wall paint, 
and a row of finished sample paneis—each one in 
front of a can of the same color—shows the various 
tints and combinations. The painter at work on the 
house in the back adds a natural touch, and the 
large sign pasted on the window, “Use Less—Do 
More,” though very brief, carries a world of mean- 
ing. The neatly printed cards throughout the dis- 
play give information about the various kinds of 
paint and suggest new uses. 


Paint Pipe Organ 


While a display of the nature of the one illustrated 
by the Hubbell & Staples Hardware Company of 
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A booth built by the Hubbell Staples Hardware Com- 
pany of Norwalk, Conn. Paint cans are used in a most 
artistic manner 


Norwalk, Conn., is not practical as a general thing, 
an occasional showing of this kind gives the store a 
distinction and often secures a lot of general pub- 
licity. For artistic appearance this booth, installed 
at a local fair, could hardly be beaten. It is an 
excellent imitation of a pipe organ and is buiit for 
the greater part of cans of paint. Zig-zag rules and 
pocket knives form the keys, and paint brushes, 
levels, scissors, chisels, lawn sprinklers, push but- 
tons and mounted samples of builder’ hardware all 
enter into the construction. 

County fairs will soon be coming thick and fast. 
They present excellent opportunities for the dealer 
to secure an unusual amount of profitable publicity, 
and for this purpose the idea furnished by this 
display might be successfully carried out. 


Obituary 


GEORGE M. CURTIS, treasurer of the International 
Silver Company, Meriden, Conn., died recently at his 
home, 879 Broad Street, after a ten months’ illness 
of heart trouble. He was born in Meriden on May 27, 
1857. He attended the public school and then entered 
the Episcopal Military Academy in Cheshire, from 
which he was graduated as valedictorian of his class. 
After two years of study at Trinity College, Hartford, 
his health broke down and he was compelled to seek 
rest, and to relinquish all plans for continuing his col- 
lege career. At the end of a year’s travel Mr. Curtis 
returned to Meriden and immediately joined the force 
of the Meriden Britannia Company as clerk. Five 
years later he was elected assistant treasurer, a posi- 
tion which brought him into close touch with his father, 
who was then treasurer. He held this office until 1893, 
when his father died and he was chosen treasurer. 
When the Britannia Company was merged into the 
International Silver Company in 1898, he became its 
first assistant treasurer. Two years later he was 
elected treasurer of this corporation, and continued in 
that office until his death. He took a leading part in 
the business life of the community and in works of 
humanity and mercy. He was a great lover of litera- 


ture, especially history, and received the degree of. 


M. A. for his work in the field of historical research. 
Mr. Curtis was an authority on old silver, and was said 
to have possessed one of the finest collections that could 
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be found. In November, 1886, he was married to Miss 
Sophie Phillips of Meriden, who survives him with one 
daughter, Mrs. W. B. Church. 


T. MICHAEL FROHMILLER, aged 61 years, died sud- 
denly of heart failure at his home in Cincinnati, Ohio, 
Aug. 9. At the time of his death he was president of 
the J. B. Schroeder Company, Cincinnati. He entered 
the employ of the company as an office man thirty- 
eight years ago and rapidly worked his way up to the 
position of president. He was a member of the Cincin- 
nati Business Men’s Club, the Hardware Club of Cin- 
cinnati, the Cincinnati Hardware Guild and various 
other business, civic and charitable organizations. 

Mr. Frohmiller is survived by a widow and two sons, 
C. J. and L. J. Frohmiller, who are actively connected 
with the Schroeder Company. 


THOMAS ATKINSON, for many years prior to 1909 
connected with the advertising department of The Iron 
Age as a traveling representative, died at Milford, 
Mass. Mr. Atkinson’s earlier business career was in 
the hardware trade and for 20 years preceding 1881, 
when he went with the David Williams Company, he 
traveled for an importing and jobbing house dealing 
in cutlery and fancy hardware. The successor of this 
house is the Dame-Stoddard Company, Boston, Mass. 


RICHARD H. BURDSALL, treasurer of the Russell, Burd- 
sall & Ward Nut & Bolt Company, Port Chester, N. Y., 
died at his country home in North Egremont, Mass., 
from heart disease. He was also president of the First 
National Bank, Port Chester, and an officer of the 
Yonkers Trust Company and the Westchester Fire 
Insurance Company. He leaves his widow and two 
sons. 


SWAN J. ANDREWS of El Paso, Texas, died in a hos- 
pital in that city, where he had been confined for over 
a year. He was at one time connected with Murphy 
Brothers and Anderson of Galesburg, Ill., and later with 
the Johnson-Andrews Hardware Company. He after- 
wards was associated with Kellogg, Drake & Co., also 
of Galesburg. 


GEORGE H. HUTTON, 83 years old, died recently at his 
residence on East North Avenue, Baltimore, Md. Mr. 
Hutton was for many years actively engaged in the 
manufacture of carriage hardware. He was born in 
Richmond, Va., and is survived by two sons and two 
daughters. 


LouIs SIEGEL, for many years a dealer in hardware 
in New York City, died at his home there recently. Mr. 
Siegel was born in Russia and was in his sixty-fourth 
year. He is survived by a widow, five sons and two 
daughters. 


CHARLES L. CHALMERS, president of the Haynes & 
Chalmers Company, and for 53 years conducting a hard- 
ware business at Bangor, Maine, died recently. Mr. 
Chalmers sustained an injury in an automobile acci- 
dent. He was in his sixty-eighth year. 


Isaac H. Eppy, a member of the firm of D. Eddy & 
Son, refrigerator manufacturers of Dorchester, Mass., 
died at his home, Dorchester Centre. Mr. Eddy was 
born in Boston in 1849. He is survived by a widow. 


RupDOLPH KREMM died in the Bushwick Hospital, 
Brooklyn, N. Y., aged 74 years. In 1860 he established 
a wholesale and retail hardware business in New York 
City, from which he retired about a year ago. 


ALONZO HARRIS, aged 69, died at his home at Orange, 
Mass., following an illness of over a year. Mr. Harris 
had spent practically all his life in Orange, where he 
was engaged in the manufacture of lamps. 


GEORGE SCHUYLER SPERRY, a retired hardware mer- 
chant of Chicago, IIl., is dead at his home, 6022 Ken- 
wood Avenue. He is survived by a widow and three 


children. 


ROBERT JAMES, a hardware merchant of Cherry 
Creek, N. Y., died at his residence recently. He was in 
his sixty-fifth year and is survived by a daughter. 


Orto J. BAERTICH, a hardware merchant of Troy, Ind., 
died recently. 











THE DANGER OF GIVING EMPLOYEES 
A SHARE IN ONE'S BUSINESS 


Instead of Giving Stock—Give the Benefit of the Stock 
By ELTON J. BUCKLEY 


come across a kind-hearted employer who 

wishes to give his employees an interest in 
his business. Usually he will do it by incorpo- 
rating his business and giving so many shares of 
stock to the favored employees. Occasionally it is 
done by making a partnership out of it and giving 
the employees a small minority interest. In all 
these cases the employer figures that he will still 
control the situation, because if it is a corporation 
he will be the majority stockholder, and if it is 
a partnership he will hold the dominant interest. 

I have helped to carry a considerable number of 
these philanthropic deals through, but never without 
clearly explaining to the employer the chance he was 
taking when he put his employees in a position to 
annoy him. Sometimes when this possibility was 
explained the employer changed his mind and 
arranged his benefactions in another way. Others 
went ahead and took the chance, and one in par- 
ticular who did this got into the precise tangle 
which I had advised him he might get into. I am 
- going to use his case as a sort of horrible example. 
My object is to make the employer who reads these 
articles understand that the employee who receives 
a share in his business is not always consumed with 
gratitude, and sometimes uses in a very cold-blooded 
fashion the weapon which the employer has himself 
put into his hands. 

The man I speak of had a good-sized retail busi- 
ness, employing about fifteen clerks. He had grown 
well-to-do and, like many another, wished to reward 
some deserving employees, chiefly his older clerks 
and his head bookkeeper. He decided to turn his 
business into a corporation and to present each of 
the employees in question with a little block of five 
shares of stock. He was advised of the possibilities 
of this, but felt sure that “the boys” would be so 
grateful that they would never do anything against 
him. He took the chance, the business was incor- 
porated and the stock issued to about five employees. 

Nothing happened for a year or until the first 
annual meeting of the corporation. The question 
of declaring a dividend came up, and at once the 
trouble began. It became disclosed for the first 
time that one of the oldest clerks—one of those 
receiving stock—had long disagreed, secretly, with 
his employer’s method of conducting the store. He 
had no right to object before, but he was a stock- 
holder now, and he said what he had to say and said 
it rather offensively. The old employer was much 
shocked, and retorted sharply. To make a long 
story short, the clerk-stockholder eventually began 
suit against the corporation and its officers on the 
ground that the enterprise was being mismanaged, 
that exorbitant salaries were being paid, that the 
assets were being wasted, and the interests of the 


. LMOST every few minutes, it seems to me, I 


stockholders were being sacrificed. He, moreover, - 


got an order from the court compelling the corpora- 
tion to let him examine the books, and he marched 
in the office with his accountant day after day in 
the most aggravating fashion. 

Altogether it was one of the most distressing 


experiences that this employer ever had. Through 
it all, the clerk did nothing which any minority 
stockholder cannot always do to harass the majority. 
He can always object to the way the business is 
being conducted; he can always bring suit on some 
such grounds as the above; he can always get an 
order from the court permitting him to examine the 
books, if his object is to get information with which 
to protect his own interests as a stockholder. In 
short, a minority stockholder in a corporation, while 
he can be outvoted on every occasion, has a very con- 
siderable power for trouble and annoyance. 

That is one risk which every employer takes when 
he gives employees stock in his business. It can 
very easily be avoided. An employer instead of 
giving an employee stock can give him the benefit of 
the stock. That is, he can set aside a block of stock 
for the benefit of the employee, who collects the 
dividends from it but does not vote it. The em- 
ployee, while getting just as much from the stock 
as if he owned it, is not a stockholder, and his 
capacity for harm is no greater than when he was 
merely drawing a salary. I always recommend that 
the thing be done this way, and have no doubt that 
a lot of trouble could have been saved had the advice 
always been followed. 

The employer who gives an employee a small part- 
nership interest in his business is taking the same 
risk in a somewhat different way. He can accom- 
plish almost the same result by giving his employee 
a share in the profits, which of course does not 
admit him to partnership. (Copyright, July, 1915, 
by Elton J. Buckley.) 











~- Chicago Herald. 


On his feet again 
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Safe at the home plate 


RED-LETTER-DAY OUTING 


Manhattan and Bronx Dealers Enjoy Cruise and Clambake 


HURSDAY, Sept. 8, was a red-letter day! there was a steady stream of picnickers going up 

|" There is no doubt about that. It was the occa- and down stairs to and from the refreshment de- 
sion of one of the best all-around good times’ partment all of the time. 

that can well be imagined. In fact, it is a mocted The liner tied up at Whitestone Landing, L. L., 
question whether there could have been a jollier about 1 o’clock in the afternoon, and after the dis- 
bunch of fellows than those who filled the good ship embarkation the crowd flocked to the tables. Break- 
Commander to overflowing on the fourth annual fast was served shortly after landing, and im- 
outing and clambake of the Hardware and Supply mediately following the repast the different contests 
Dealers’ Association of Manhattan and Bronx of the day were on. These included foot races, a 
Boroughs. rifle tournament, a baseball game between the hard- 

The boat made two stops, one at East Twenty- ware dealers’ sons and the manufacturers’ repre- 
fourth Street and the other at the foot of 138th sentatives, a bowling contest and several unofficial 
Street. After the Bronx contingent had safely gone card tournaments. 
aboard at the second stop the Commander put out These diversions sufficed to speed up the afternoon 
and headed up Long Island Sound. While on the’ to such an extent that when the call for the clam- 
cruise the pinochle tournament was in full blast. bake sounded, which was about 6 o’clock, everyone 
Interested groups gathered about tables in the cabin wondered where the time had gone. The collation 
and on the after deck, watching the efforts of their took about two hours, and much more cannot be 
brother hardware dealers to gather in the prizes, said about it except that it was enjoyed to the limit, 
which were fourteen in number. as the courses were innumerable. 

Some whiled away the time in conversation, and Prizes for the successful competitors in the dif- 
there were also at least two spirited poker games ferent tournaments were awarded (with the excep- 
which vied with the pinochle tournament in gather- tion of the prizes for pinochle) during the last 
ing interested onlookers. courses of the dinner. 

The refreshment counter on the main deck was, of In the baseball contest the hardware dealers’ sons 
course, the Mecca for the hungry and thirsty, and carried off the honors. The battery of the winning 
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A bunch of happy-faced clambakers, 
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September 16, i915 


baseball team was composed of Captain Edward J. 
Gleason, pitcher, and George Kohlmeir, catcher. In 
the 75-yd. dash Edward J. Gleason was also the 
winner, as was the case when he carried off the 
honors in the 100-yd. event. 

Roy F. Soule, the editor of HARDWARE AGE, main- 
tained his ability to shoot as well as write by bring- 
ing in the bacon at the rifle match. The other 
entrants came out as follows: Second, A. E. Davis; 
third, M. A. Busch; fourth, Edward J. Gleason; 
fifth, W. J. Green; sixth, Frank Van Riper. 

John Keller of the Manhattan Association had 
charge of the athletics, and he certainly made an 
enviable record as an organizer. Everything went 
on as smoothly as clockwork, and the able planning 
which brought this about was greatly appreciated 
by everyone. | 

The knights of the pinochle tourney came off as 
follows: Team No. 1, first prize; team No. 5, second 
prize; team No. 7, third prize; team No. 6, fourth 
prize; team No. 11, fifth prize; team No. 14, sixth 
prize; team No. 2, seventh prize. The first team 
was composed of J. Linklater and W. Hoffman, and 
the other prize winners were as follows: A. Wiener, 
R. B. Blanck, G. A. Bruhns, G. E. Thonssend, G. 
Meyer, W. F. Crofton, Joseph Ringler, P. Hanson, 
F. L. Potter, H. F. Behrman, Charles Lutters and 
D. Clint. 

Through an oversight, the pinochle prizes were 


TRADEMARKS IN 


§ te United Export Bureau gives the following 
data: 

This is not a justification or criticism of the 
trademark laws in force in Latin-America, it is 
simply some facts that all manufacturers of trade- 
marked goods should know. 

Unless you have protected yourself it is possible 
for anyone in Latin-America to register your trade- 
mark and stop your selling your products in these 
republics. In some countries, goods become the 
property of the person or persons controlling the 
trademark on them, for this reason merchants in 
those countries only purchase goods from those 
controlling the trademark. 

I am sorry to state that some unscrupulous peo- 
ple make it their business to register well known 
foreign trademarks, thus compelling a manufac- 
turer to either purchase his trademark or lose the 
advantage of a well known brand, which has been 
developed at a large expenditure of time and 
money. Hardly a week goes by that a case of this 
character is not brought to our attention. 

The Spanish law on which the Latin-American 
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not brought to the outing, but these will be delivered 
to the successful contestants upon application to 
J. M. Kohlmeier, Sixtieth Street and Third Avenue, 
New York City, or they will be delivered to any 
convenient place in the city if the successful players 
will call Mr. Kohlmeier on the telephone. 

After dinner some talks were delivered by J. M. 
Kohlmeier, Roy F. Soule, W. P. Lewis, secretary 
of the Pennsylvania & Atlantic Seaboard Hardware 
Association, and Joseph F. Gleason, president of 
the Hardware & Supply Dealers’ Association of Man- 
hattan and the Bronx Boroughs. 

Mr. Kohlmeier spoke in support of the Stevens 
price-fixing bill, urging closer co-operation between 
more hardware retailers and traveling men, in order 
that they may induce the hardware merchants who 
have not done so already to write to their congress- 
men, and request them to vote favorably on this 
measure. Mr. Kohlmeier went into some detail 
about this bill and requested those present to take 
home and carefully read some literature which he 
had placed at each plate regarding the bill and its 
effect upon the retail hardware trade. At the con- 
clusion of the dinner the “Commander’s” whistle 
sounded, and everybody got on board for the home- 
ward trip. Many regretful murmurs were heard 
when the good ship touched the dock. This day of 
relaxation and fun was a top-notch event. It was 
enjoyed to the limit by all present. 


LATIN-AMERICA 


trademark law is based was created by the Crown 
of Spain for the protection of tobacco in all its 
forms and was drawn up with only this in view, 
the King taking the attitude that those who did 
not protect their trademark were not entitled to 
any consideration, the party first registering the 
trademark having everything in his favor. 

As the attached table of costs for obtaining the 
registration of your trademark shows, the opera- 
tion is not an expensive one when your goods are 
known and sold on the brand they bear, and we 
cannot too strongly advise the registration before 
selling goods in any of these countries. 

At the present time there is a movement on foot 
which only lacks the approval of three nations to 
make the trademark law in the Western Hemi- 
sphere a uniform one. 

Under present conditions a manufacturer to ob- 
tain his trademark in these countries must grant 
a full power of attorney to the person making the 
application to represent him in all negotiations to 
obtain the registration of his trademark. Also an- 
other point of interest is that if you purchase a 
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trademark and do not record the transfer in the 
Government office for this purpose within sixty 
days the sale becomes null and void and the trade- 
mark remains the property of the person who pre- 
viously had title. 

In some of the countries the enforcing of the 
trademark law and its interpretation is controlled 
by an organization similar to our local chambers 
of commerce, or commercial clubs, and combined 
with the heads of the offices of patents and trade- 
marks. Another form is seen in Costa Rica; the 
police authorities enforce the trademark law, and 


in some cases have even forced a man to place a . 


trademark upon his goods. 

It is interesting to note the broad view of what 
constitutes a trademark—for example, names of 
manufacturers and business firms, their seals, 
stamps, engravings, vignettes, monograms, mottoes, 
legends, or any other distinctive sign whatsoever, 
serving to identify the products of a manufacturer 
or the articles constituting the trade of commercial 
houses. 

The offense of infringing on a trademark is a 
penal one, besides the confiscation of the goods. 

Nicaragua has the shortest trademark law and it 
appears in their penal code in Articles 314 and 319, 
making a total of eight (8) lines, but in this small 
space they accomplish a great deal. For example, 
he who forges a seal, stamp or mark of any party 
whatsoever, private, industrial, or commercial, 
bank or individual, or makes use of forged seals, 
stamps, or marks will be liable to imprisonment 
for one year and a fine of from $50 to $500. He 
who causes to be placed on an article of manufac- 
ture the name of a manufacturer who is not the 
maker thereof, or the commercial sign of a factory 
which is not the real factory is liable to imprison- 
ment six months and a fine of from $50 to $500. 

In some cases firms in Latin-America, which 
have been appointed the selling agents for a foreign 
manufacturer and feel that they may lose the 
agency, register the trademark under which the 
goods have been sold and inform the manufac- 
turer that he cannot withdraw the agency from 
them, for if he does the importer will prohibit the 
sale of the goods under their accredited trademark. 


Hardware Age 


There are a number of offices and patent and 
trademark attorneys in the United States who are 
prepared to undertake the registration of trade- 
marks throughout the world. 


Table of Costs for Obtaining the Registration of Trade- 
Marks 
ARGENTINA: Life—ten years—renewable. 
$21.25. 
BOLIVIA: Life—indefinite. 


Fees, 


Tax of $1.95 per year. 


BRAZIL: Life—fifteen years—renewable. Fees, 
$1.25 in stamps—renewal same. 
CHILE: Life—ten years—renewable. Fees, $1.92— 


certificate, $0.16—renewals the same. 
COLOMBIA: Life — twenty years — renewable. 
Registration of trademark, $15.00—renewal $30.00. 
COSTA RICA: Life—fifteen years—renewable for 
periods of 10 years. Fees, $7.90. 
CUBA: Life—fifteen years. Fees, $12.50—renewal 
the same. 
ECUADOR: 
periods of 15 years. 


Life—twenty years—renewable for 
Fees, $19.19—renewal fees, $13.34. 


GUATEMALA: Life—ten years—renewable. Fees, 
$26. 

HONDURAS: Life— indefinite. Fees, none pro- 
vided by law. Translation, publication and stamps, 
$35 gold. 

MEXICO: Life—twenty years—renewable. Fees, 


5 pesos—Mexican currency is depreciating very rapidly. 
NICARAGUA: Life—ten years—renewable. Fees, 
$2.08; certificates, $0.08 each. 


PANAMA: Life—ten years—renewable. Fees, 
$25—renewal fee, $20. 
PARAGUAY: Life—ten years—renewable. Fees, 


$19.30; each extra certificate, $0.13, with stamp tax, 
$0.07 for first page, and $0.15 for each additional page. 

PERU: Life—ten years—renewable. Fees, $14.70. 
By applying for registration through the Peruvian Con- 
sul General a certain amount is saved in stamp fees. 

SALVADOR: Life — twenty years — renewable. 
Fees, $3.63; annual tax on foreign trademarks, $1.82; 
extra certificates, $1.82; stamped paper, from $0.04 to 
$0.10 per sheet. Ordinary paper may be used with 
stamps affixed. 

SANTO DOMINGO: Life—ten to twenty years— 
renewable. Fees, registration for ten years, $5; fifteen 
years, $10; twenty years, $15. 

URUGUAY:  Life—ten years—renewable. 
$10.34; renewal, $25.85; extra certificate, $2.07. 

VENEZUELA:  Life—thirty years — renewable. 
Fees, $8.98. 


Fees, 
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Effective display of Starrett tools and Pilliod tool cases, made by the Bostwick-Braun Company, Toledo, Ohio 











THE MAN BEHIND THE COUNTER 


Making the Customer Glad He 
Called 

HINK of the meanest thing you can—then look 

7 in a mirror—you are frowning. It is an 

ugly, repulsive frown, sometimes a scowl, one 

that would make people hesitate to approach you. 

Now then smile. Don’t pay any attention to your 

thoughts, simply look into the mirror and smile as 

pleasantly as you can—the thought of the mean 
thing has gone. 

That little exercise could be practised to advan- 
tage by about 75 per cent of the hardware salesmen 
I have known, and if they would use the latter part 
of it in their businesses there would be more people 
trading at hardware instead of department stores. 

Everybody in this world has, or thinks he has, 
his share of trouble, and many carry these troubles 
with them through the day’s work. When that is 
done the firm suffers. When the salesman begins to 
think about the way he is mistreated or misunder- 
stood, or of any other of the dozens of things that 
he may class as trouble, he begins to frown and 
he greets his customers with a frown—and the cus- 
tomer can see no reason why he should frown, so 
the customer resents it. 


Greet Every Customer with a Smile—and Mean It 


I wish that everyone could realize this. I wish 
every salesman in the retail hardware stores of 
this country could form the habit of smiling at their 
customers. What a difference it would make, both 
in increased sales and increased happiness! One of 
the most neglected parts of the salesman’s educa- 
tion seems to be in his manner of greeting cus- 
tomers, and yet it is one of the most important. 

A sale is frequently made or lost by the manner 
in which the employee greets the customer. I have 
watched the effect of a smile upon the various 
people who come into our store, and I find that there 
are very few who do not at once reflect the good 
nature that a pleasant smile indicates. On the 
other hand, a gruff greeting will repel, will place 
the customer on the defensive and will render him 
less amenable to the arguments of the salesman. 

The smile that is most effective is the one that 
comes from the heart. The salesman must really 
be glad that a customer has come into the store. If 
he is glad then he can greet that customer properly ; 
if not, his attempted smile may become a disgusting 


simper. Perhaps it has come through training, but 
I am really glad to see a customer cross our 
threshold. I can step forward to greet the customer 
whole-heartedly ; I am glad to see him, glad to wait 
upon him and glad of the opportunity to make him 
want to come to my store again. Place your busi- 
ness dealings on that basis and you really begin to 
enjoy selling. You forget to watch the clock; you 
are glad to work overtime if it will make your store 
more attractive. 


Jarring Questions That Drive Trade Away 


The smiling greeting, vastly important though it 
is, is but part of the lesson of courtesy that every 
successful salesman must learn. I would not think 
of smiling at a customer and asking at the same 
time, “Did you want something?” or “What do you 
want?” I would rather frown when I said anything 
like that, for a frown is more in keeping with such 
an abrupt approach. But since I do not believe in 
frowning at a customer I would rather ask the 
question pleasantly, “May I wait upon you?” or 
“Are you being waited on?” I have spent much 
time in big department stores, such as Marshall 
Field’s-in Chicago, and I have noticed that no em- 
ployee ever asked me if I wanted anything. The 
customary greeting in such stores is “Are you re- 
ceiving attention?” or to the person who is just 
looking around “Would you like to have some one 
wait upon you?” Contrast such greetings with the 
gruff manner in which the customer is handled in 
the average hardware store, and then if you are able 
to put two and two together you begin to see a 
great light. 


See Yourself as Others See You 


Recently I have been looking for men, for sales- 
men. I have been in a number of hardware stores, 
simply looking around, just to get a line on the 
men that worked there. In some cases I had in 
my pockets letters of application from some of the 
men who have approached me. These letters had 
come in response to an advertisement that I placed 
in HARDWARE AGE, and the men that I went to 


observe had assured me that they could handle the 
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position. It may be that I have been rather critical 
of these men that I have observed, but I have always 
asked myself the question, “Do I want our cus- 
tomers handled the way this man is handling me?” 
The answer to that question in a number of cases 
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has been to discard an applicant whose chances had 
seemed good. 

I went into one of the stores in Chicago to in- 
terview a man whose letter of application had 
seemed unusually impressive. The very man who 
had made the application came forward. I told him 
that I did not care for anything, was just looking 
around, and he turned on his heel and left me almost 
before I had finished the statement. I spent nearly 
thirty minutes in that store, and for the most of 
that time this man was idle, yet he never contrived 
to approach me. Only once did he give evidence that 
he was noticing me. That was when I walked into 
an adjoining showroom where there were no sales- 
people. Then my applicant came snooping up behind 
me in a manner that plainly said, “If you swipe any- 
thing in there you will have to be very slick about 
it.” Well, I didn’t offer him the job. 

Then I went into another store in another city 
and another man greeted me. He had a pleasant 
smile for me, and when I told him that I was “just 
looking around” he didn’t walk away and leave me. 
He wanted to know if I was a hardware man, and 
then where I lived and a lot more things, and he 
wanted to show me over his store, and he told me 
some interesting things that I wanted to know, and 
before I had left that store I had practically offered 
him a position that was much better than the one 
he was holding. So much for greetings. I know 
that this last man will greet our trade in a way 
that will hold it, and that is the kind of man that 
is valuable. Men like that get ahead, get the better 
jobs. Suppose you start to-day for something 
bigger and better and make this start by greeting 
every customer just as you would like to be greeted 
if you went into a store to make a purchase. 


THE MAN BEHIND THE COUNTER. 





Hardware Age a Great Trade 
Paper 


ANNAPOLIS, MD. 
To the Editor: 
We read HARDWARE AGE and think it a great 
trade paper. 
Wishing you success, we are, 
FARINHOLT, MEREDITH COMPANY. 











Hardware Age 


Coming Hardware Conventions 


THE NATIONAL HARDWARE ASSOCIATION and the 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 13, 14, 15. Headquarters, Marlborough- 
Blenheim, for both associations. F. D. Mitchell, 
secretary-treasurer, American Hardware Manufac- 
turers’ Association, and T. James Fernley, secre- 
tary-treasurer, National Hardware Association. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 1, 2, 3, 4, 
1916. Headquarters, Lindsee Hotel. Nathan Roberts, 
secretary, Lincoln. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2,3, 4,1916. E.C. Warren, secretary, Mitchell, S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25,.1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION. St. Paul, Feb. 22, 23, 24, 25, 1916. 
H. O. Roberts, secretary, Minneapolis, Minn. 


























WHAT GAN HE DO BUT TAKE IT IN ? 


—Bradley in the Chicago Daily News.. 


THE BOrS OF THE FINANCIAL DISTRICT. 
—De Mar in the Philadelphia Record. 














THE CHILDREN’S TRADE AT 
CHRISTMAS 


Texas Firm Lays the Foundation for Future Business 


ware Company Christmas Eve morning, 

from nine to ten o’clock. He will have a 

nice present and a bag of candy for every boy or 

girl who writes him a letter in care of the Evers 
Hardware Company.” 

There is the opening gun in last year’s Christmas 

campaign of the Evers Hardware Company of 

Denton, Tex. It is part of one of the firm’s 


“Cw Santa Claus will be at the Evers Hard- 








Big Display of 
Community Silver 
At Evers’ Hardware. 


What is nicer for Christmias 
than a pretty piece of silver--- 
Sugar Shell, Butter Knife, 
Tea Spoons, Cold Meat 
Fork, etc? There are dozens 
of nice things shown in the 
windows, not expensive, but 
as practical gifts as you'll find 
anywhere for a dollar or two. 
Give “Community Silver” this 
Christmas---it’s the best we 
can buy. Guaranteed 50 
years You'll find many a 
nice gift at Evers’ for young 
and old---and at attractive 
prices. 


Watch the windows --new 
display every week. 


Qld Santa Claus 


| 

| 
will be at Evers Hardware | 
Christmas Eve morning, 9 | 
tll 10 o'clock. He will have | 
a pice present and candy for 
every boy and girl who | 
writes him a letter, in care | 
of Evers Hardware Co. He | 
would like for you to write 
him about your school work, 
and what you have been do- 
ing that’s good. Also tell 
him what you want---(and 
don’t forget to thank him, for 
you should always be polite 
to everybody.) ere go- 
ing to have a fine time this 
Christmas. Get busy on your 
letters now. It’s for all alike 
---from the little girl whose 
papa works at the mill to the 
big boy whose papa has an 
automobile, and especially for 








the little folks whose father Cutlery— 
doesn't have any work to Cut Glass— 
do just now.---It’s for every- Dishes— 





ody Rochester Ware. 


Evers Hardware Co. 


The Santa Claus Store. 


The advertisement in the local paper 


advertisements in a local paper. The company is 
wide-awake to the truth of the old proverb, “Just 
as the twig is bent, the tree’s inclined.” It is laying 
the foundation for increased business in the future 
by gaining the friendship and the patronage of the 
young folks while their inclinations are easily 
molded, and the concern will try to retain this good- 
will as the children grow older and their habits 
become fixed. 

The company received scores of letters. The 
newspapers gave the store a lot of free advertising 
by printing at various times several pages of them. 
A neat little tag, with a bright red string, which said 
in neat green letters ‘“‘Do Your Christmas Shopping 
at Evers, the Santa Claus Store,” was given to every 
child who went into the store. 

In front of the store was erected “Evers Munic- 
ipal Christmas Tree.” The day before Christmas, 
Santa Claus and the whole town was there. The 
children were there for the presents that had been 


promised to them—the friends and parents came to . 


watch the fun. A little toy and a bag of candy were 
given to every youngster who sent a letter. 

The next day these same youngsters each received 
a letter telling them how glad Evers was to see 
them at the Christmas tree. It told them the 


reasons for the tree—to make Christmas bright and 
happy for the little folks, especially those who 
would not have much Christmas—to show the 
fathers and mothers that the store appreciated the 
young folks’ trade—and to get them in the habit 
of going to Evers hardware store for things they 
needed. 

It paid. The Evers Company did more business 
last Christmas than any Christmas in its thirty 
years’ history. The firm made a lot of friends who 
will boost the business for the whole year. 

The letter sent to the children was as follows: 


DO YOUR SHOPPING AT EVERS—THE SANTA 
CLAUS STORE 





Dear Little Friend: 

We got your nice letter, and are glad you came 
to the Christmas tree. It is our Christmas gift 
to you.. 

Of course Santa Claus could not bring everything 
asked for, and we do not think he was expected to. 
There were nearly a thousand letters, and it was a 
big task to bring even one nice little present to 
each boy and girl. One envelope had 15 letters in 
it; some letters were not in envelopes; and some 
were not even signed—but that’s all right with us, 
for it was all done in a good spirit, and we hope 
you will accept the present in the same friendly 
spirit as it was given. If you know of any one 
who wrote a letter and did not get a present, please 
tell us. 

Our heart goes out to the little folks who have 
expressed a wish for other little children. In the 
spirit of friendship and confidence they have 
thanked us for the tree, and have told us about their 
school work and’other things. Our wish for you is 
to be the best boy or girl you can possibly be—then 
you'll be the right kind of a man or woman. We 
hope we may never miss a chance to help the boys 
and girls. 

Do you know why we have the Christmas tree? 
There are three reasons. First—to make Christ- 
mas bright and happy for the little folks, especially 
those who do not have much Christmas; second— 
to show you and your father and mother that we 
appreciate your trade; third—to get you in the 
habit of coming to Evers hardware store for things 
you need. 

The fathers and mothers of most all these little 
folks are our good customers, some of them having 
traded with us for nearly thirty years. We want 
you, too, little friend, to follow them and do your 
trading at Evers. We guarantee full value every 
time, and if anything is ever wrong, we'll make i’ 
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right. If anyone asks you where to buy dishes, 
cooking ware or stoves, knives or nails, plows or 
buggies, will you remember to tell them of your 
store—the Santa Claus store? Besides carrying 
thousands of things needed every day in the year, 
we have a lot of nice things for Christmas. 

We are very glad to notice that so many of the 
little folks said “it’s where we trade.” A lot of 
you said in your letters that you would not forget 
us. Thank you, and we’ll try not to forget you. 

Do you want old Santa Claus to have the tree 
again next year? We should like to have it every 
year. Tell us what you think about it. 

This is a fine day to say a good word for the 
Santa Claus store, and bring your friends here to 
trade. We will appreciate it, and will be very glad 
to have you come in often and see us. 

Good bye for this time. 

Your friend, 


THE SANTA CLAUS STORE. 





Some of the Letters to Santa Claus 


Dear Santa Claus: 

I am in the high second grade. I get A on all 
my lessons. I try to be good. I got 100 in spelling 
yesterday. I would like to have a pair of skates 
or a bicycle or a baby doll. I thank you for the 
presents that you intend to give me this Christmas. 
I will be at Evers Hardware Christmas eve morning. 


SENE ALLEEN WRIGHT. 


Dear Santa Claus: 

Please bring me a houseball, a knife, nuts and 
candy and other toys you have to give me, also a 
top. Many thanks for the things you left me at 
Mr. Evers last year. I still have my pistol. Wish- 
ing you a merry Christmas and a happy New Year. 


ROBERT McCoRMICK. 


Increased Exports to South 
America 


XPORTS from the United States to South Amer- 
ica in recent months reveal a great improve- 
ment over last year, the total for June, 1915, being 
valued at $13,744,000, against $7,573,000 in June, 
1914; for the six months ended with June 30 last, 
$60,573,000 compared with $52,263,000 for the first 
half and $38,751,000 for the last half of 1914. 

Likewise importations from South America are 
considerably greater than a year ago. For June this 
year the official figures of the Bureau of Foreign and 
Domestic Commerce just published show a total of 
$26,210,000 against $17,118,000 in June, 1914; and 
for the six months ended June 30, $156,043,000 
against $144,074,000 in the first half and $105,447,- 
000 in the second six months of 1914. 

In June this year exports of agricultural imple- 
ments to Argentina doubled, sales of automobiles 
to South America as a whole nearly trebled; ship- 
ments of bituminous coal were ten times greater; 
there was a similar gain in exports of steel rails; 
sales of wire rose from 3,000,000 to nearly 30,000,- 


Hardware Age 


Dear Santa Claus: 

Please bring me a football and a knife, nuts, candy 
and fruits and any other toys you want to bring me. 
Many thanks for the nice book and candy you left 
me at Mr. Evers Xmas tree last year. I wish you 
a merry Christmas. 

SAM McCoRMICK. 


Dear Santa Claus: 
I want you to bring me to Mr. Evers’ Christmas 


tree some candy, nuts and a saw to build houses 
with. Please bring to my house some oranges and 


apples and a Roman candle. 
J. E. PARK, JR. 


Dear Santa Claus: 

I am glad you are going to visit Evers Hardware 
Company. I know you will be good to us. I would 
like to have a big doll, and a sideboard, if you please. 

RUTH VICKERY. 


Dear Santa Claus: 
Please send me a pear! handled knife. I want a 
small one, suitable for a girl. Send it in care of 


Evers Hardware. 
MARIE BANKS. 


Dear Santa Claus: 
I would like to have most anything in Evers 
hardware, but anything will certainly be appre- 


ciated. 
WILLIAM WILLIAMS, JR. 


READ SANTA CLAUS’ LETTER 
and do your Christmas Shopping 
AT EVERS’ | 








The Santa Claus letters were mailed in envelopes 
like this 





000 Ib., half of it going to Argentina and a quarter 
of it to Brazil; exports of leather doubled and those 
of boots and shoes increased in the case of Argen- 
tina. The depression in the naval stores industry 
was not reflected in sales to South America; exports 
both of rosin and turpentine to South America in- 
creasing considerably. There were also marked in- 
creases in other important lines such as illuminat- 
ing oil and news print paper to Argentina, which 
rose from 1,000,000 Ib. in June, 1914, to 8,000,000 
lb. in June, 1915. 


THE LINDBERG CUTLERY COMPANY, Anderson, Ind., 
has recently been incorporated for $5000 to manufac- 
ture razors, all kinds of cutlery, small edge tools and 
instruments for veterinaries, etc. The company has 
taken over a building formerly occupied by the Ander- 
son Plating Company at 1520 Meridian Street, and is 
installing equipment, etc. 


THE NEw ENGLAND HARDWARE DEALERS’ ASSOCIA- 
TION has engaged Mechanics’s Building, Boston, for the 
National Hardware Convention, to be held June 12, 
13, 14, 15, 1916. With D. Fletcher Barber of Boston, 
National president, and Henry M. Sanders, president 
of the New England Association, the 1916 meeting 
promises to be a record breaker. 








THE VILLAGE CUT-UP 


How He Kids Himself—Cuts His Own Salary and is Eliminated in 
Good Hardware Stores 


By THE ASSISTANT MANAGER 





Dear Assistant Manager: 

I’ve been in the hardware business all my life 
and don’t know much of anything else, but one 
of the most helpful things that ever came to me 
was an article which you wrote in HARDWARE 
AGE a year or more ago, in answer to an inquiry 
from me on the subject of “The Clerk and His 
Salary.” 

Now I’m confronted with another proposition, 
which I think we can settle satisfactorily here, 
but an editorial from you along the line will con- 
firm our action in the mind of the individual for 
whom I would have you write it, and I suspect 
that in far too many stores of all kinds through- 
out the land there are clerks of the same stamp. 

Our trouble is this: We have a new man in 
the store who puts in his quiet time whistling 
and singing—when he ought to be thinking and 
planning. He is just a little thick-headed and 
stupid in some ways, and when his mind is fol- 
lowing his good old songs he cannot be planning 
much for the store. I expect to bring the matter 
to his attention, but don’t you think a good article 
could be written on the subject? There’s no 





question about your ability to do it, and it will do 
lots of good. 

Since this has become so noticeable in our 
store I have been noticing around, and find this 
same spirit all around town. The clerks play and 
scuffle and do most everything else but improve 
their time, letting the boss do the bulk of the 
planning and thinking. Not long ago I put a big 
art glass in a man’s show window, and in less 
than fifteen minutes one of his clerks, in throw- 
ing at another one, slammed a shoe through this 
same glass. It only amounted to about five dol- 
lars, but there was something else besides the 


cost of the glass involved. 
If you accept my invitation, please make it an 
editorial from The Assistant Manager. 
I believe in a happy and attractive disposition, 
all right, but this subject is along another line. 
If I may ever be of any service to you please 
call on me. 


Very truly yours, 


A MERCHANT WHO NEEDS HELP IN HIS 
THINKING. 








KNOW aclerk who is singing and whistling his 

| future to the four winds. He has a voice like 

a lark, a whistle like a whip-poor-will and a 

disposition so sunny that customers and loafers 

come for blocks to bask under the influence of this 
one-man hardware band. 

I hope he reads this story, for fun that chases a 
fellow out of his job isn’t half so funny as the pay 
days slip by. 

Isn’t Getting By with It 


His boss has noticed that this clerk pulls a few 
bone heads and that he isn’t exactly bristling with 
new business-building ideas, but the old man hasn’t 
fully analyzed the case yet, and I’m afraid the 
vocalist will get the axe before this warning reaches 
him. If my musical education hadn’t been so sadly 
neglected I’d insert a few bars and notes and mail 
him a professional copy to ward off impending 
calamities, but I can’t even play a Jew’s harp, 
although I’m keen for anything musical. Guess 
that’s why this warning to the hardware night- 
ingale. 

Time is money, and a clerk’s time during working 
hours should be considered as cash. Most bosses 
like a sunny disposition. I know one who has hired 
lots of men on a smile and fired others because they 
evidenced liver trouble. The nightingale’s boss is 
this kind of a man, and if he doesn’t fire the songster 
he is going to split his tongue so he can sing better 
business-building lyrics. 

Not Big League Material 

The day I visited their town this is what I saw 
and heard: 

In the village grocery store two young fellows 
were sorting potatoes. They were working rapidly 
in the wake of a rapid-fire conversation that kept 
about two lengths ahead. Finally one of the lads 


cracked a good one, and in the laugh that followed 
his companion shied a spud at a clerk up by the 
show case and as it caromed off the hip pocket sec- 
tion of his anatomy and spent the balance of its 
energy shattering glass, it reminded me of the grass- 
hopper who is long on jump but short on direction. 
That clerk may be a pitcher on the local ball team, 
but if he doesn’t work his head more while he is 
on the mound than he does in the store the scouts of 
the big leagues will never stop off between trains to 
take a slant at his abilities. 


Putting His Foot in It 


In another store I saw a clerk back by the nail 
bins changing his shoes. He had a No. 10 in his 
hand, when another playfully inclined thickhead 
happened to come up from the basement with an 
armful of strap hinges. With studied carelessness 
this cuss let the top bundle slip gracefully off his 
arm, and as it landed on his co-worker’s corn field a 
howl went up that rattled the tinware in the attic. 
That shoe seemed to him a heaven-sent missile, but 
it raised h— with a piece of hand-painted china 
when the man for whom it was intended ducked, and 
it landed in a select lot ready for the window display. 


Rapid Fire Results 


In the same store that day I saw a clerk perched 
on the top of a rolling ladder, where he was catching 
boxes of door sets, which were being pitched up 
from below. The pitcher suddenly became possessed 
of an overwhelming desire to demonstrate that he 
wasn’t a single shot. His speed increased to a 
pump gun gait, and not to be outdone by the lad 


-who continued to receive and stow away each offer- 
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ing, he geared up to an automatic delivery. It was 
funny when the boy above muffed one and the con- 
tents of the broken box spread with a splash over 
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Hardware Age 

















This is the reflection of a man who loves his work. It built business for the Schoedinger-Marr Company, 
Columbus, Ohio 


the floor, but that lock looked like a legend of 
Sleepy Hollow in the shelving, where it was side- 
tracked day after day, that customers might have 
perfectly packed goods. That clerk never stopped 
to analyze his actions. He has never taken in- 
ventory of himself. He has never built a mental 
partition between real fun and confounded foolish- 
ness. He has never looked at himself through the 
boss’ eyes or he would put a muzzle on the monkey 
business and settle down to his work in a way that 
would be more apt to bring him before the boss for 
favorable recognition. 


Kidding Themselves 


In the cases I have mentioned there was more at 
stake than a broken show case, a smashed piece of 
china and a lop-eared box of builders’ hardware. If 
that was all the damage I wouldn’t be draining my 
Waterman on this subject. If those three boys 
were lonesome in their efforts to shrink their own 
pay envelopes I wouldn’t waste ink on them, but 
there are others—scores of them. You know the 
clerk kidder in your community. There may be 
one in your store, and if he is at the top of the pay 
roll he’s a freak. Most “open mufflers” are “put 
up with” rather than “put up for.” Most of the 
fellows who go through life kidding the world don’t 
seem to be aware of the fact that the world knows 
they are just kidding themselves. The fellow who 
doesn’t take his work seriously is seldom taken 
seriously himself. There are a few clowns making 
real money, but people are paying money to sit 
under circus canvas and see them. The boss goes 
to the circus. I know that most bosses do, but that 
is no sign that they want vaudeville six days a week. 


In the Mother Class 


Get this! It may mean more to you than it does 
to anyone else. The big men in the hardware stores 
of the world are the men who consider their work 
big work. They are not artists whose turn is to 
pull parodies on store life, and these men want 
assistants who take their day’s work as one of the 
big things. 


I never want to meet the man who makes sport 
of his mother. I think too much of my peace of 
mind and my knuckles. You think as I do on that 
subject, and I know that most red-blooded boys who 
are out to make a name and a fortune out of hard- 
ware will put pride and love of their business in the 
mother class. I know that you realize that the boss 
can hire all kinds of “help.” Co-workers are not 
in the “help” class. A co-worker isn’t rated as one 
of the “hands.” He is generally a right arm. The 
average manager can get manual labor or mechan- 
ical salesmen by the ton. They are in the “beef” 
class. Brains come by ounce and are paid for in 
gold. Most managers are overworked men, and 
brain fag is a weariness that makes tired muscles 
look trifling. 


Ways to Avoid the Undertaker 


The clerk who starts working his brain for the 
good of the business and stays at it will have a 
business working for him at the finish. The boss 
pays for that for which he is most grateful. Plan 
a sale, plan a delivery system, plan a clean-up cam- 
paign and put it to work in the basement, plan a 
way to serve customers more quickly or dig up a 
system that will get goods unpacked, marked and 
out of the way when the back room is congested. 
Look around you, boys! Everything you do with- 
out being told to do it is an ease-up on the old man’s 
brain. You may think he is irritable. To help him 
“think” may be the cure, and a cure beats a funeral 
to a frazzle, especially if your job is in any way apt 
to furnish the corpse. 


Toco Good a Man 


What window displays are going to help sell goods 
in your store for the next two months? You don’t 
know? The fellow who is working beside you 
doesn’t know? Why even the boss don’t know? 
I’ve got your questions tabulated all right because 
I have worn the shoes you are wearing. You are 
a little to blame, the other clerks are a little 
to blame, and the boss is a lot to blame. Do 
you honestly think that and will you stick to 
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your snapshot belief after you have stopped to con- 
sider the hundred and one things that are on the 
boss’ mind? I can’t believe it, for I think you are 
too good a man. 
Known by His Work 

I think you have it in you to rank with the 
man who trimmed the window display. used in this 
story. It came from the Schoedinger-Marr Com- 
pany, Columbus, Ohio. I don’t know who trimmed 
it—that is, I don’t know the lad’s name, but I do 
know him. He is one of the men who is helping the 
head of that great house to think. Just look at his 
work! Every item in that window was placed there 


by a man who loved it. Every dog collar, every 


camp kettle, every gun and every thermos bottle 
bears the stamp of this man’s affection. He loves 
his goods and his work so much that those inani- 
mate objects have united and in that display have 
created more love—and customers. Those flowers 
might look out of place to the “help” or the “hands,” 
but not to the co-worker and the boss. To the warm- 
hearted world those blossoms are a tribute to the 
goods in that window, and if the store thinks so 
much of them they must be worth while. No man 
would look at the goods in this display and then 
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come in and haggle for an unlimited guarantee or 
a cut price. There has been too much time, too 
much thought, too much earnestness put into it for 
froth effects. It isn’t the work of a kidder. It 
doesn’t bear the earmarks of a josher. It wasn’t 
created in the atmosphere of frivolity nor by the 
store vocalist or nightingale. Not a bit of it. This 
window is the work of a man, and the chances are a 
hundred to one that it wasn’t “put in” during busi- 
ness hours. This chap doesn’t just chance to be in 
that store. He is either hand-made or hand-picked, 
and what he has done you can do. 


An Unlimited Guarantee 


I don’t mean by this that every clerk in every 
store should stampede to become a window trimmer. 
What I want to punch home is the fact that you owe 
it to yourself to become a specialist on something. 
There are big jobs with big pay for top-notch stock 
keepers, shipping clerks, buyers and salesmen. It 
is in you to make good for one of them, but it can’t 
be done by the dub who packs a child’s mind in a 
man’s body. 

I’m not going to end this story wishing you 
luck. I’d rather guarantee you justice. 





THE HOUSE, THE SALESMAN AND THE CUSTOMER 


BY EARL D. EDDY 


ID it ever occur to you, my brother, that to 
most of your customers you are the House? 
You are all they ever see of it. You are the human 
factor—the tie that binds, as it were. You are the 
most important link between your House and its 
customers. Your personality is the reflection of 
the House and frequently your House is judged by 
what you do. You are the one medium of continu- 
ous personal touch. 

I think this point of view may be a new one to 
you. I know that when it was first pointed out to 
me I immediately felt an added sense of responsi- 
bility, realizing that the very honor of my employer 
rested in my hands. It was mine to make or blast 
with hundreds of customers. I could clearly see 
that it was up to me to reflect the true character 
and reliability of the House by the manner in 
which I served my trade. I am satisfied that many 
a slip on the part of salesmen would be avoided if 
they could realize how sharply defined is their 
connection with the House in this respect. A 
proper realization of the fact that they were the 
guardians of the honest and square dealing policy 
of the House would make them hesitate before 
trying to ‘put one over” on some confiding mer- 
chant. 

There is certainly a great moral responsibility 
resting upon every salesman which binds him to 
preserve the integrity of the House at all hazards. 
Avoid the least breath of suspicion—let the House 
be like Cesar’s wife—fight for the maintenance 
of the highest type of square dealing and be sat- 
isfied with nothing less. If you feel that you are 
not working for a house entitled to such service, 
you are in the wrong pew if you yourself are truly 
honest and conscientious. 

The point I am trying to drive home is that 
you must reflect your firm’s code of morals. 
Study its way of handling customers. Watch tne 
methods pursued. If you think they’re wrong, 
make inquiry. When you see, day after day, what 


an earnest effort the House makes to see that each 
customer continues pleased and satisfied, set out 
to do likewise. by adopting the same policy of rea- 
sonableness and fairness. Make yourself a mir- 
ror of the policy of the House—unless you can 
readily see that you are not working for the right 
sort of house—in such event every day spent with 
such a connection poisons you the more. Get away 
from it as soon as you can, but don’t throw away 
the dirty water until you find some clean. 

The House relies upon you to create and main- 
tain the bond of individual acquaintance and ex- 
pects that connection to bring in business in ever- 
increasing quantity. Your attention to business 
when so engaged and your care of what you do 
after sales are closed both have their importance. 
The salesman who boozes half the night and raises 
Heck generally hardly reflects correctly the spirit 
and policy of his House—such performances have 
a direct and negative effect upon buyers who ob- 
serve them. The good business of to-day is going 
to the man who keeps both himself and his House 
unbesmirched by unbecoming acts both during 
business hours and afterward. 

I’m afraid this looks like a moral lecture and a 
patchwork of platitudes, but I don’t want it to be 
taken that way—I feel so strongly on the point 
under discussion. I want you all to see the re- 
sponsibility that is yours. I want you to feel that 
all you say and do should be with a due considera- 
tion as to what the House would do under the same 
conditions. Set your compass by the policy of the 
House as expressed in its correspondence with you 
and your customers and you can’t go far wrong— 
for, in these days, the crooked house is fast going 
the way of the crooked salesman—into oblivion, 


: making the chances mighty favorable that your 


House is doing business on the square and with 
such ideals as go to make the great commercial 
houses of this day and age so wonderfully suc- 
cessful. 
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WASHINGTON NEWS 


Rural Free Delivery—Private Enterprise vs. Government Ownership 
By W. L. CROUNSE 


WASHINGTON, Sept. 11, 1915. 
HERE are some interesting official figures 
A i showing the distribution of the rurai free 
delivery service throughout the country. 
They make mighty interesting reading. Look them 
over and size up the situation in your own locality. 

On July 1 of this year the service had grown 
from its modest beginning, less than twenty years 
ago when Congress appropriated $10,000 as a 
starter, to 44,002 routes costing the taxpayers 
more than $50,000,000 a year, of which, by the way, 
according to the Postmaster General himself, only 
about 20 per cent is paid by the people who receive 
the service, the most important function of which 
is the distribution of mail order merchandise. 

If any one tells you that the growth of the rural 
free delivery is in no way related to the mail order 
business, ask them how it happens that six of the 
seven States in which the largest number of routes 
have been established should be within such easy 
reaching distance of the city of Chicago. [Illinois 
is a big State, but there are plenty of bigger ones 
and there is no special reason why it should lead 
the list as it does with 2856 rural routes within its 
borders. Ohio is another thriving commonwealth, 
but why should it stand second with 2551 routes? 
Iowa is a little further from Chicago, but at no 
great distance, and it stands third with 2365 routes. 
Missouri is very handy and ranks fourth with 
2468 routes. Indiana is right next door with 2124 
routes. Texas is quite a journey, but there are 
special reasons why 2100 routes have been estab- 
lished in that State, but Pennsylvania, which has 
2040 routes, is near enough to Chicago for its citi- 
zens to be easy victims of the catalog habit and 
not too far from Philadelphia for them to patronize 
the big department stores of that city in preference 
to local shops. 


Where the Routes Are Located 


Below is given the list in full as made up a few 
days ago by the Post Office Department: 





Routes in Routes in 
States. Operation States. Operation 
RA d's Six vacwen ee. ee 1088 
IN oso kN abe get eee 4 
| ee 568 New Hampshire..... 246 
OCOMBOEMEA 60. 6 cee 440 New Jersey......... 314 
NOD cis nite pss 206 New Mexico......... 27 
Connecticut ......... ee a. as 1948 
ean 109 North Carolina...... 1376 
District of Columbia. 8 North Dakota....... 624 
PN NG 0.4 6 oe o's = ere 2551 
WI 5 5 5S v 0% bwees 1719 Oklahoma .......... 1193 
NE FE ar, kicad OS oad oe ee (OD oN whos See see 255 
MED 6h 5 SWeke we he 2856 Pennsylvania ....... 2040 
MS cas ON <9 dubs 2124 Rhode Island........ 49 
WE kdb cide emesis 2365 South Carolina...... 859 
I inns ove ake ee 1860 South Dakota........ 619 
PEE os cxesctes) 805 Tennessee .......... 1624 
eee Se Er 2100 
DE: cin soins wees Oe i sk ey as Wie ae 55 
re a OR 343 
Massachusetts ...... ty EE dias os o's wns 04 1093 
RP re 1935 Washington ......... 347 
re 1649 West Virginia....... 417 
Mississippi ......... 896 . Wisconsin .......... 1690 
ee er BiGS . WHOMMIRE ..ccccee’ 19 
Eee eer 91 
44,002 








A few southern and eastern States in this list 
show up fairly well, but none on the Pacific Coast 
are credited with any considerable number of 
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routes. If you added to the six States already 
mentioned as within hailing distance of: Chicago 
the additional States of. Michigan, Minnesota and 
Wisconsin, you will see where the bulk of the rural 
routes have been located. If the mail order people 
had laid out the service to suit themselves, with the 
sole purpose of making it what it has become, 
namely, a delivery department for catalog goods, 
they could hardly have made a better job of it. 


Post Office Committee Well Cared For 


But here’s another interesting little feature. In 
order that rural routes may be established ccn- 
gressmen have to get busy. Their success in se- 
curing routes for their districts depends largely 
upon their influence with the Post Office Depart- 
ment. Possibly that’s why ten of the leading mem- 
bers of the Post Office Committee of the House are 
credited with an average of 137 routes each, while 
the average member of the House has been able to 
get only 101. 

The blue ribbon goes to Representative Steener- 
son of Minnesota, who has 217 routes in his dis- 
trict, or more than have been located in Colorado 
or Delaware or Idaho or Montana or Nevada or 
New Mexico or Rhode Island or Utah or Wyoming. 
Representative Sam Smith of Michigan, who never 
in his life overlooked a political bet of any descrip- 
tion, carries off second money with 215 routes, but 
is closely followed by Representative Beakes, also 
of Michigan, with 209 routes. Fowler of Illinois, 
who is close to the lair of the octopus, has secured 
194 routes. 

As the majority of the present House is re- 
cruited in the Southern States the South is very 
well represented on the Post Office Committee, Bell 
of Georgia ranking fifth with 164 routes. Finley 
of South Carolina sixth with 156 routes and Moon 
of Tennessee, chairman of the committee, seventh 
with a modest 150 routes. Then the record swings 
back to Representative Copley, another member 
from dear old Illinois, where if you plant a hand- 
bill a mail order catalog will come up next day. 
Mv. Copley has secured 147 routes; Mr. Buchanan 
of Texas has 143 and Mr. Cox of Indiana, just 
across the way from Chicago, has 133. 

Of course, this may all be pure coincidence, but 
it makes the retail merchants in these sections 
hustle just as hard as if politics and mail order 
influence had something to do with it. They will 
tell you in the Post Office Department that civil 
service rules govern appointments to the Rural 
Free Delivery, but before you decide to believe 
this talk to a few of the carriers. 


Why Congress Hangs on to the Rural Free Delivery 


Will the Postmaster General succeed in inducing 
Congress to put the rural free delivery service on 
a contract basis, thereby saving some $20,000,000 
—which presumably will be swallowed up by the 
parcel post deficit? If you are a betting man put 
up all the money you can get that Congress will 
never let go of the political patronage involved in 
the rural free delivery. 

Each route means the appointment of a carrier 
and substitute and, according to the records, these 
two men usually represent families averaging five 
persons each, at least one of whom, in addition to 
the carrier or substitute, is a voter. On this ratio 
you can see that with the service under contract 
members of the House like Steenerson of Minne- 
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sota and Smith and Beakes of Michigan would be 
letting go of nearly a thousand votes which now 
they carry around in their pockets. 

By the way, Smith was elected to the last House 
by the skin of his teeth and Beakes had a majority 
of only 209. You can see where the rural free de- 
livery carriers come in, all right. Also you can 
make a shrewd guess as to why such members as 
these have sought for assignments on the Post 
Office Committee. 


Private Enterprise Vs. Government Ownership 


One reason why the Postmaster General will 
never be able to place the rural service on a con- 
tract basis is the fact that his arguments put for- 
ward in support of his general postal program do 
not hang together. While he is urging Congress to 
let the rural routes to contractors on the basis of 
the lowest bid, because private enterprise is 
cheaper and more efficient, in the same breath he 
is urging that the government should take over the 
telegraph, the telephone and the railroads and 
operate them, on the ground that Uncle Sam could 
do it more efficiently and for less money than can 
private capitalists. 

There is certainly a screw loose somewhere in 
these two propositions. 

Mr. Burleson contends that the rural free de- 
livery carriers receive much higher salaries than 
they are entitled to and that they get them because 
of their influence with Congress as a body of 
voters. There may be some truth in this, but in 
the name of the Goddess of Reason where would 
the poor taxpayers of the country get off if the 
government took over the telegraph, telephone and 
the railroads and all the employees of those three 
gigantic institutions came down to Washington to 
get their salaries raised? 

If anything could make a congressman’s job so 
undesirable that nobody would take it, it. would be 
the creation of an army of several million addi- 
tional officeholders headed for Washington for an 
increase in pay. 
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You can put it down as a cold fact that the rural 
free delivery service will stay right where it is and 
that government ownership of the telegraph, tele- 
phone and the railroads will make no progress for 
years to come. 


Amsterdam Business Men to Visit America 


The Bureau of Foreign and Domestic Commerce 
announces the coming of another big delegation of 
business men from abroad whose object is to build 
up trade with the United States. These particular 
business boosters are representatives of the re- 
cently re-organized American Chamber of Com- 
merce in Amsterdam, now known as the American- 
Export Chamber of Commerce. They will arrive 
sometime in October and will remain in this coun- 
try about three months. They come with the 
double object of extending the membership of the 
organization in this country and calling to the at- 
tention of boards of trade, chambers of commerce, 
manufacturers’ and merchants’ associations, indi- 
vidual firms and corporations, and any persons in- 
terested in the export trade of the United States, 
the opportunities that the Netherlands presents as 
an export center, especially with reference to the 
new and changed requirements resulting from the 
present war. 

The visitors will be received in the principal 
cities of the East, the Central West as far as Chi- 
cago, and the South as far as New Orleans. In 
meeting the business men of these cities, they will 
present, by means of slides and films, Amsterdam’s 
facilities for handling foreign trade. The purpose 
of the organization is to maintain headquarters at 
Amsterdam, consisting of suitable rooms where 
books and magazines, pamphlets and papers relat- 
ing to all world business will be kept on file, so that 
commercial travelers, firms and corporations can, 
at any time, receive information, free of charge, as 
to business openings, the best routes of travel, and 
anything that will be of benefit to them in their 


trade abroad. 





New York State Objects 


To the Editor: SYRACUSE, N. Y. 


May I ask you to read the article entitled “New 
Bar Iron Differentials” in my circular letter to 
members dated Sept. 8? 

There is, among a large number of good mer- 
chants in the smaller cities and the important vil- 
lages who carry a comprehensive stock of iron bars, 
the feeling that they are being discriminated 
against by a ruling the effect of which will be to 
arbitrarily increase their cost to a point where they 
simply cannot compete with the blacksmiths’ sup- 
ply houses in the larger cities. 

Possibly this matter has been brought to your 
attention by other interests, but if not I would be 
glad to have you give the subject some thought 
and decide whether a little publicity just at this 
time would not be interesting and bring to the 
surface the reason for this extreme differential 
which was adopted evidently after careful agree- 
ment among all the manufacturers and yet so 
quietly that the trade had no intimation of it until 
after the changes were published. 

Will you kindly let me know, please, if this is 
proper matter for your columns and if an invita- 


tion for an exchange of letters from manufac-’ 


turers and merchants in your journal would not 
bring replies that would make good reading? 
Yours truly, 
, JOHN B. FOLEY, Secretary, 
New York State Retail Hardware Association. 


The article to which Secretary Foley refers is as 
follows: 
New Bar Iron Differentials 


FFECTIVE Aug. 2 all makers of bar iron adopted a 

schedule of advances for lots of less than 1 ton of 

any size (applying to both carload and less carload ship- 
ments) indicated by the following announcement: 


Quantity Differentials on Bar Iron 


All specifications for less than 2000 lb. of a 
size will be subject to the following extras, the 
total weight of a size ordered to determine the 
extra, regayiless of length and regardless of 
exact quality actually shipped. 

Quantities less than 2000 lb. but not less 


than 1000 lb. per cwt. extra........... $0.15 
Quantities less than 1000 lb. per cwt. ex- 
SD itv nc dawenéddeeen ees Veta cnn s teks 0.35 


These Are Net Extra 


Retailers who have been in the habit of ordering iron 
direct from mills in assorted lots for their stock will un- 
der the new ruling be compelled to increase their orders 
to at least 1000 lb. and on many sizes to 2000 lb. each in 
order to own their stock at figures which will enable 
them to compete with jobbers and supply houses who 
sell to blacksmiths and other large users of bars. 

Failing to do this they must pay the differential (15c. 
or 35c. per 100 lb.) or change their buying policy and 
purchase all lots of less than a ton of each size from 
some iron jobber at the latter’s advanced store prices. 
Either way means an increase in cost to the retailer 
only, because after paying the jobber’s profit and the 

(Continued on page 72.) 
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Editorial Comment 7 


National Expenditure 


EW national affairs are of greater gen- 
eral moment and interest than the way 
in which we spend our Federal rev- 

enues. This interest is not a far away thing, 
but in the last analysis comes home to each 
individual citizen. It is small wonder, there- 
fore, that commencing with the last years 
of President Taft’s administration there has 
been a growing and intelligent awakening in 
the question as to what shall be done with the 
enormous amount of money which the Fed- 
eral Government annually collects from its 
citizens in the form of taxes. In sober truth 
the usual method of disbursing these vast 
sums in the past had too much relation to 
local needs, and political expenditures. 
President Taft sounded the first note of 
common sense and business perspicacity in 
his suggestion that all expenditure be pre- 
ceded by a definite and carefully considered 
budget such as is common practice with every 
large commercial concern. In the _ begin- 
ning, nearly 70 per cent of our revenue goes 
for war, its results, and preparations for it. 
Just now there is much concern over our 
supposed unpreparedness for attack by some 
possible enemy. There is not, nor is there 
likely to be, the least difference in opinion as 
to the willingness of everyone in every sec- 
tion of the country to go the limit for ade- 
quate defense against threatened danger. 
The East, being near the sea, has a livelier 
apprehension as to its unprotected situation 
and so has the Pacific Slope for that matter, 
while those more inland need first to be 
shown. It is a question of facts and demon- 
stration and common sense. It may be un- 
wise and unnecessary to spend millions on 
plans that the final results of the European 
war may show to be mere money wasted. 
There is always the danger that prepared- 
ness is an incentive to war as the European 
war has too plainly shown. The talk that 
being ready for war is the surest way to 
prevent it led straight to the gigantic crime 
which is now devastating Europe. Nor should 
the question be determined by those who 
have interests in any form in armaments and 
their maintenance. The proper solution of 
the problem lies wholly along the lines of a 
careful study of the situation and its various 
likelihoods and the application of common 
sense. Equally does our expenditure on this 
score affect our entire national budget. The 


more we spend on preparations for war the 
less we will spend on those things that are 
constructive and for the benefit of the peo- 
ple at large. For no administration will 
endanger its popularity and its influence 
save in dire emergencies by increasing our 
revenues by undue taxation. In general, 
throughout the agricultural sections of the 
country there is a growing revolt against 
the loose-jointed, unbusinesslike methods of 
Government disbursements. Against “pork 
barrel” schemes and “log rolling’ ways. 
Against appropriations for $100,000 Fed- 
eral public buildings in 10,000 towns. 
Against hundreds of thousands of dollars 
spent in damming, locking and dredging un- 
navigable creeks that ambitious inland towns 
may secure waterway freight rates. Against 
post office methods that show a small balance 
of profit, and refuse to disclose their book- 
keeping to impartial inspection. Against 
parcel post regulations that play politics in 
defiance of justice to all concerned. 
Coincident with this spirit of destructive 
criticism is one of constructive suggestion 
that demands more and more that Govern- 
ment expenditures be in the direction of pub- 
lic good. Let a few salient examples suffice. 
The South today is the ideal cattle raising 
section of the Union because of an equable 
climate and abundance of water and pasture. 
Yet in two-thirds of its territory it is still 
infested with the Texas cattle tick which 
renders cattle raising on a large scale eco- 
nomically impossible. It can be stated very 
definitely that less than one-half the cost of 
a battleship would clear the infested region 
of the pest within two years. Meanwhile the 
tick is costing the South from $40,000,000 to 
$50,000,000 annually. Once eliminated the 
effect would be felt all over the South in the 
increased prosperity of that section and the 
practical solution of the price of meat as 
food for the entire nation. There are some 70 
million acres of swamp lands in the United 
States of which over 90 per cent can be eco- 
nomically drained, thus adding to our culti- 
vable area much of the richest soil in the 
world. Likewise there are millions of acres 
of arid lands between the Mississippi River 
and the Pacific Ocean capable of being irri- 
gated. Private capital, and Government aid 
that the user pays for, are very slowly re- 
claiming these areas. The feeling is fast 
spreading throughout the South and the West 
that it is Government business to do this, for 
it is for the benefit of all and should be done 
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by the Government as the best and most 
practical solution of increased production of 
grain and kindred foods at moderate costs 
to the consumer. 

There is not a merchant nor consumer who 
would not feel the impulse of these great 
undertakings carried successfully through, 
and leading direct to an abounding pros- 
perity because of the increased production 
of new wealth. Already Congress has dis- 
played its spirit of what the Government 
should do by the Shackelford bill for uni- 
versal good roads, and the Smith-Lever en- 
actment for the teaching nationally of better 
agricultural methods. It is up to the voters 
as to how it shall be in the future and how 
far the spirit of constructive development 
shall prevail over the antiquated methods 
of the past. 


Anti-Dumping Legislation 


HERE will be little difference of opinion 
among American manufacturers on the 
proposal that is under serious consid- 

eration by the Administration to amend the 
Underwood-Simmons tariff act by making an 
anti-dumping proviso. It need not be dwelt 
upon here that such a proposition, like the 
continuation of the war tax and the possible 
retention of the sugar duty, is brought for- 
ward as one of the measures prompted by the 
exigencies of war. Nor should those who 
have consistently stood for protection to home 
industries put too much emphasis on the fact 
that support for this one method of guarding 
against unfair competition from abroad is 
now coming from unexpected quarters. The 
war has changed many points of view. It 
may yet raise up friends for a tariff commis- 
sion that some day will make tariff schedules 
a matter of reason and economics instead of 
hot partisanship. 

As our Washington correspondence points 
out, in the days of more or less highly pro- 
tective duties agitation for an anti-dumping 
enactment met the objection that the average 
tariff was high enough to balance any cuts 
the foreign manufacturer might make to get 
his surplus into this market. But the sweep- 
ing reductions of the Underwood bill have 
changed all that. And now, after passing a 
law that opened our markets to attack as 
they were never open before, the Administra- 
tion faces the necessity of modifying its fiscal 
policy. That it chooses a way that to its mind 
obviates the necessity of a general revision 
of the present tariff is not surprising. But 
whether the undoing of the tariff work for 
which Congress was hurried to Washington 
in 1913 must not go farther is a question on 
which much is certain to be heard in the 
coming year. 

Nothing is more obvious in this whole prob- 
lem than the advantages the industries of the 


United States now enjoy from the artificial 
trade barrier raised by the war. American 
manufacturers have not forgotten, however, 
that during the fiscal year 1914, which 
immediately preceded the great conflict, 
domestic industries were languishing, while 
at the same time there was a constantly in- 
creasing flow of foreign commodities into our 
markets. The European war, with all its 
unparalleled devastation, has not brought 
about the destruction of a single important 
manufacturing plant in Germany, France or 
England. On the contrary, establishments in 
some lines, including the iron and metal- 
working trades, have been expanded for the 
production of war material. When the war 
ends there will be an enormous surplus to 
dump upon the American market, since that 
will be the line of least resistance. Great 
Britain will certainly readjust its fiscal policy 
to meet the enormous debt imposed by the 
war, creating tariff barriers that will be even 
more effectual than animosity in keeping out 
the German product. Liberals and Unionists 
will be forced to unite in passing measures 
that will both provide adequate revenue and 
protect British industry against German 
dumping. It would be the height of folly, 
under such a condition, if in the United States 
maneuvering for partisan advantage pre- 
vented the adoption of measures for which 
the unparalleled events of the past year have 
raised up new adherents. 


A Tribute of Trust 


HE statistics of the Postal Savings Bank 
prove conclusively that the foreigner in 
our borders has complete confidence in 

the government. In one great eastern city 
there is $700,000 on deposit with the post 
office and 60 per cent of this amount belongs 
to alien residents. Italian depositors lead in 
numbers, and in the volume of their de- 
posits. 

The fact that foreigners are using the 
Postal Savings Bank more than are native 
citizens may seem strange at first, but when 
the long record of frauds perpetrated upon 
foreigners by fake bankers is recalled, it is 
clear that the Postal Department has pro- 
vided a haven of refuge for those who have 
been the victims. 

The postal authorities are already con- 
vinced that a greater area of usefulness 
would be opened by the removal of the pres- 
ent limitation upon the amount of deposits. 
The foreigners are a little slow to learn that 
when the Postal Bank limit is reached that 
the savings funds are open to them. They 


-have not been slow to grasp, however, that 


the Postal Banks are a part of the United 
States Government, and their trust is a 
tribute of which we may be proud. 
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There isa reason for the difference 
in quality of 


Linseed Oil : 


Some brands are made to sell. We- sell it: 
to use with 


White Lead and Paints 


We have sold this guaranteed brand for 15 
years and do not fail to recommend it. 








Order Minnesota Linseed Oil next time 
from 


| Lubbers Hardware | 
Sheldon pee lowa | 












No. ‘isiaiile aie laid out 


It Is Bringing Orders and Making New Customers 


No. 1 (2 cols. x 6 in.).—This ad comes to us from 
the Lubbers Hardware.Company, Sheldon, Iowa. In 
an accompanying letter Mr. Roy Lubbers of the firm 
states that the announcement has already made two 
new customers, brought in two full-barrel orders 
and several small orders. Mr. Lubbers asks for our 
criticism and suggestions as to how the ad might 
be improved for use in other issues of the news- 
paper. It always is a ticklish job to criticize a 
successful ad, but this fact must be invariably 
before the adman—that because an ad pulls is no 
reason why it could not be made to pull better. 
This particular ad is very happily laid out—we 
could not suggest any display improvement that 
would make the layout any better balanced. The 
trademark is strong and combines the chief selling 
point with the trade name. The type used for dis- 
play is uniform in style and together with the trade- 
mark makes a black display that contrasts effectively 
with the gray of the body type and border. The 
strength of this display—its boldness and eye-catch- 
ing value—together with its readability, fostered 
by the correct display proportions, is in itself the 
underlying reason for the ad’s pulling power. The 
appeal of the text is also effective—an old reliable 
brand is featured and the talk centered on the 
quality of the product. This talk, however, is gen- 
eral in its appeal, and here is where we believe 
there is room for improvement. If this ad is to be 
run again we would tell, in a short and concise 
manner, something of the firm which produces this 
oil, of the care used in its manufacture, and of the 
consequent better results obtained when it is mixed 
with other paint ingredients. Any paint user will 
appreciate this line of argument, and such a copy 
revision will make a good ad better still. 


PUBLICITY FOR THE RETAILER 


Six Ads that Are Boosting Trade for Live Hardware Merchants 


An Effective Unit of a Well-Planned Campaign 


No. 2 (1 col. x 6 in.).—Here is an ad sent us by 
J. P. Stanley, Jr., of the Newman Hardware & 
Supply Company, Sedalia, Mo. Mr. Stanley tells us 
that his firm uses an ad of this type every day in 
the local paper with good results. The copy is 
changed every second day and often a daily change 
is made. At the end of the week a special sale is 
featured for Saturday. This appeals to us as a very 
effective use of small space. Such a campaign en- 
tails no great appropriation, but it pounds away 
every day, and in the course of time develops tre- 
mendous cumulative selling power. This ad utilizes 
a ready-made electro and also lists two other items. 
The ready-made portion of the ad gives a thorough 
presentation of the oven, and the discount should 
have proved an incentive to quick response. The 
illustration, though somewhat diminutive, neverthe- 
less pictures Elgin oven results in an appetizing 
manner, and considering the space occupied the ad 
does very well indeed. 


Good Argument and Poor Typography 


No. 3 (1 col. x 6% in.).—Another unit in the 
Newman daily newspaper campaign. Here is a 
special sale briefly and concisely presented. The 
heading is snappy and refers directly to the well- 
drawn illustration. The salient points of the stove 
are set down in one-two-three fashion and the value 
and sale price are mentioned. The payment plan 
should be a further inducement to invest in one of 
these neat, compact ranges. The display of the ad, 
however, is open to considerable improvement. The 
type portion is badly jumbled, and the illustrations 
should be at least 14 in. less in width. We suggest 
leaving the head as it is and setting the rest of the 
type in a narrower measure, in one solid block, 





Gas Range Bargain! 


Like Cut Belov. 


Glass Oven Door, 

White Porcelain . 
lined Back with Shelf 
Up-to-date and sanitary. 
Worth $35. Special price 








What ‘Will You 





Serve Tonight? installed 29 Ai} 
Hot Biscuits, pie or cake? ready to use ‘ 





easy 
small Eigion Oven that is placed on top 
of any gas, gasoline, ol! or alcoho! 
° large oven to heat. No 
fuel waste, stooping or lost steps. 


With plain back $27.50 


_ Perfect baking on both 
“shelves. Easy-Slide Racks. 
Swenstx = made and beautifully fin- 
ish all to see the Elgin Oven Line, 
Made tm a variety of sizes with either 
eatra darge glass or metal doors, 


Oil Stoves and Ovens at a 
Discount of 10 Per Cent 





Leonard Refrigerators at a 
20 Per Cent Discount 








Now is the Time to Buy 





Payments if desired. 
BOTH PHONES 361. 


Bridge, Beach Stoves & Ranges 


BOTH PHONES 361. 


Bridge, Beach Stoves & Ranges 


Noman = sgine 


3/9 SO. OH/0-SEDALIA. MO 





Menu © ag CC 
3/9 SO, ON/O-SE. AL/A. MO 


No. 2—Effective use of small space 
No. 3—The salient points of the stove are set down in 


one—two—three fashion 
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and they’re sellin’ ’em mighty. 
cheap too. You ought to go 


down an’ see ’em .. .. 


BLAKEY-CLARK HARDWARE (0. 


We Carry What You Want S. Main Street 











No. 4—Make “Uncle Si” tell the reader something 
more about the goods 


giving emphasis to the selling points by running 
them in black face, same size as the rest of the type. 
The price figure, $29.50, does not have to be set in so 
large a type face; half the size would answer the 
purpose as well. With these improvements the ad 
would be much easier to read and it would possess 
better attention value. 


A Good Copy Idea Which Needs Elaboration 


No. 4 (2 cols. x 4 in.).—Mr. C. B. Knighten of 
the Blakey-Clark Hardware Company, Inc., of Ennis, 
Texas, sends us this ad and asks us our opinion of 
the “Uncle Si” idea in the copy. This copy idea has 
been carried out in a series of ads, all of which are 
similar in make-up to this announcement. We think 
very well of the idea. In fact, some big national 
advertising campaigns which are uniformly success- 
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ful are based on this same character idea, notably 


Uncle Si Says: the “Velvet Joe” series of tobacco ads. Our only 
“They Are Still Sellin’ -  guggestion is to carry the idea a step or two further 
7. paneling es { and make “Uncle Si” tell the reader something more 

3 about the goods he is introducing. In this par- 

RE Ih x | C FR AT 0) RS ticular case let him explain the refrigerator—how it 
. differs from others—why is it a real bargain at the 

Down at reduced price, and several other points in which the 
BLAKEY-CLARK’S reader is naturally interested. Do this and “Uncle 


Si” will surely bring in the business. The Blakey- 
Clark Company asks us about its position in the 
newspaper. This is a center position on the last 
page of a four-page sheet. No display ads are 
placed on the sides of the Blakey-Clark announce- 
ment and reading matter runs along one side and 
partly on the other side. Careful consideration 
leads us to believe the position a good one, although 
it is not as good as top of column next to reading, 
a position occupied by two other Ennis advertisers. 
We would suggest that the Blakey-Clark Company 
try for this position. 


Interesting and Convincing 


No. 5 (2 cols. x 111% in.).—This ad is worth some 
study. It is very neatly displayed in balanced panel 
style, the items featured are somewhat out of the 
ordinary run of hardware staples, and the copy is 
handled most effectively. C. B. Hunt, ad man for 
W. J. Pettee & Co., Oklahoma City, Okla., who mails 
us the ad, has achieved a very successful combina- 
tion announcement. Note the roller coaster, the baby 
play yard and the boys’ skudder car. These ought to 
be good sellers. Also note the lead copy and illus- 
tration featuring cool shopping. September days 
are often more exhausting than summer weather, 
and it wouldn’t do a bit of harm to repeat the ad. 


Defective in Display 


No. 6 (6 cols. x 10 in.)—The White & Parker 
Hardware Company of Murdo, S. D., the firm send- 
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IS NOW 
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When you come to Murdu we wan 
buying place. 
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arses | Al this ninth anniversary of our town wewish to thank the public for loyal 
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WHITE & PARKER HARDWARE COMPANY 


We specialize on QUALITY goods manufactured in the U. S. A., the worth of which you are 
of N al circulation, as the val 


HARDWARE 

The word ‘“‘Hardware’’ covers more articles than any other line of mercantile business. While our stuck is more complete than the av- age 
stock found in any town outside of the cities, we find that the average man almost daily finds himself in need of some repairs or new articles of 
special make, or not often sold. To dvercome this difficulty we are always g 
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Where is the best place to buy Hardware? 


Ask the man who buys hardware in MURDO. He will tell you, so will all of his neighbors,.that the very best place in all the country i: 


White & Parker Hdw. Co. 


Ask him Why, he will say bigger stock, better goods, better service, more economical buying which means closer prices. 





Come to Murdo, You will like our town. Come to see us, You will like our store. 


a, WHITE & PARKER HDW. CO. xm 


Sun Prot : Hardware, Harness, Paints and Cutlery Sun Roos 
_ PAINTS MURDO, . ¥ SOUTH DAKOTA PAINTS 


“Quality Our Success.” 




















No. 6—The layout man missed fire 
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ing us this ad, has utilized a town anniversary as 
an opportunity to thank the public for its patron- 
age. A very good dual tie-up, we think. The text 
is written with an idea of further acquainting the 





Telephone 
PBX-94 


If you-are not disposed to come 
downtown these hot days telephone 
your wants. 

If you need supplies for canning 
and preserving, such as fruit jars, 
jelly glasses, preserving kettles or 
anything In the way = household 


ee for the Second Floor. The seryice 
will be satisfactory and the deliv- 
ery prompt. Try shopping by phone 
today. 


Roller Coaster for the Lawn 





Bere is a real rollér coaster for the kids that is absolutely safe; built 
strong and will fold up for convenierice in putting away. Two sizes: 
Price $3.75 and $7.00. 


Community Par 
Plate Ice Tea 


Spoons, . 


$1.50 
Set of 6 


New patterns in Com- 
munity Par Pilate Silver 
—The Bridal Wreath— 
Good weight, silver plat- 
ed, guaranteed for ten 
years’ service, Price — 

$1.56 
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Yard” [QS 


Just the thing o the baby to 
ame 


up 
40x42 inches. Price 
plete with canvas floor... 








Louver ‘corrugated, 
seamless Ry - 


‘Rogers 1847 Ice Toa 
Spoons, set of 6 


Community Silver tée 
Tea Spoons, set of 5.93 | 








metal steering 
wheel, rubber 
covered foot- 


amma Set $1 


Hardwood balls and mal- 
lets, price 
Other ~ from $1.25 up. 
Table Croquet Set, price 65c, a 


Complete set for four players, 
1- $1. 
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Sterno Canned 


Grease 


“It Makes a Difference” 


This high grade automobile ofl 
‘is the best “po you can buy for 
you" car, rng up eyenly and 
| and ape lubrication under ‘ex- 
tr ittons. We have 
serapens | line of Oils and Greases 


Just what “ae need for picnics. 
and can furnish you with a ed 


Outfit like shown here, complete 
with canned heat, price 


you need. Auto Section 
Canned Heat, 16c the can. Floor. 

















DELIVERY PREPAID ON OUT-OF-TOWN ORDERS 


Annex 
124 West 
California 
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@ RAILROAD FARE REFUNDED ACCORDING TO RETAILERS’ PLAN 











No. 5—A very successful combination announcement 


reader with White & Parker stock and service and 
the copy man has done well indeed. But the layout 
man missed fire on this ad. He made the main text 
altogether too wide in measure for the small type 
used and the type itself ought to have been two 
sizes larger and set in two columns. Then the an- 
nouncement type block at top of ad is too spidery 
and weak. We don’t see why Uncle Sam had to be 
dragged in—he’s a first-rate chap but he doesn’t 
help things here. And too, the Big Ben clock must 
feel lonesome. Why feature this one item of mer- 
chandise when the ad is a general discourse on 


Hardware Age 


policy and an appreciative acknowledgment? It 
looks as though Big Ben was rudely awakened and 
dragged in by the tail to make sure the ad would 
sell something. With the ad re-set and the main 
type block in two columns—Uncle Sam and Big 
Ben left out, and the Good Housekeeping trademark 
centered above the firm name, things would look 
different and we feel confident that it would make 
a stronger impression. In other words, the well 
handled copy would come into its own. 


‘Modern Plumbing Illustrated ’’ 


HE third edition of “Modern Plumbing Illus- 

trated” by R. M. Starbuck, author of “Ques- 
tions and Answers on the Practice and Theory of 
Sanitary Plumbing” (two volumes), “Questions and 
Answers on the Practice and Theory of Steam and 
Hot Water Heating,” “Mechanical Drawing for 
Plumbers,” etc., has recently been published by the 
Norman W. Henley Publishing Company, 132 Nas- 
sau Street, New York City. 

This third edition is revised and enlarged and 
contains a comprehensive and thoroughly practical 
treatment of the modern and most approved meth- 
ods of plumbing construction. This book is one 
which should prove to be of material assistance to 
the hardware merchant maintaining a plumbing 
department. The preface of the book, in part, fol- 
lows: “In bringing out a new edition of ‘Modern 
Plumbing Illustrated,’ the author becomes fully 
aware that in the years which have passed since 
its first edition appeared, the science of plumbing 
has seen no great change in any of its essential 
principles, and whatever advance has been made 
had largely to do with the developing and per- 
fecting of detail. Such additions as have been 
made to this present edition will therefore be found 
to be along such lines.”’ 

The new edition of “Modern Plumbing Illus- 
trated”’ contains 407 pages and includes numbers of 
sectional views of plumbing installations. This 
work is priced at $4, bound in cloth, and may be 
obtained from the HARDWARE AGE Book Depart- 
ment. 


Vacation 


b dee’ need not be cumbered with baggage; 
It won’t take a cent of your pelf; 

The plan for the finest vacation 
Is getting away from yourself. 


My ego has gone to the mountains 

To revel in woodland and stream; 
My spirit has fled to the ocean 

To bask on the sands and to dream. 


To gaze on the magical marvels 
My inner me went to the fair; 

My soul is away at a farmside, 
The bounty of nature to share. 


And meanwhile the I who must hustle 
For shekels for rent and for hash, 
Is staying right here in Manhattan 
And grubbing away for the cash. 
McLandburgh Wilson. 
—Exchange. 


THE AMERICAN ROLLING MILL COMPANY of Middle- 
town, Ohio, has moved its Cincinnati office from the 
Mercantile Library Building to suite 1409 Traction 
Building. F. G. Baldwin is the manager of sales at 
Cincinnati. 


MARSHALL K. McCosH, formerly in the sales depart- 
ment of the Pittsburgh office of the American Sheet & 
Tin Plate Company, has been transferred to Cincinnati, 
Ohio, and will travel out of that office. 








Breaquing It Gently 


é ‘Wwe begin the publication of The Roccay Mountain 

Cyclone with some phew diphphiculties in the way. 
The type phounders phrom whom we bought our outphit 
phor this printing ophphice phailed to supply us with 
any ephs or cays, and it will be phour or phive weex 
bephore we can get any. We have ordered the missing 
letters, and will have to get along without them until 
they come. We don’t lique the loox ov this variety ov 
spelling any better than our readers, but mistax will 
happen in the best regulated phamilies, and ipf the 
ph’s and the c’s and x’s and q’s hold out we shall ceep 
(sound the C hard) The Cyclone whirling aphter a 
phashion till the sorts arrive. It is no joque to us— 
it’s a serious aphphair.”—Everybody’s. 


Of Course 


AMES started his third helping of pudding with de- 

light. 

“Once upon a time, James,” admonished his mother, 
“there was a little boy who ate too much pudding, and 
he burst!” 

James considered. “There ain’t such a thing as too 
much pudding,” he decided. 

“There must be,” continued his mother, “else why did 
the little boy burst?” 

James passed his plate for the fourth time, saying: 
“Not enough boy.”—E xchange. 


The Doctor Who Saved Him 


STORY is told of an Englishman who had occa- 
sion for a doctor while staying in Pekin. 

“Sing Loo gleatest doctor,” advised his native serv- 
ant. “He savee my lifee once.” 

“Really?” queried the Englishman. 

“Yes, me tellible awful,” was the reply. 

“Me callee in another doctor. He givee me medi- 
cine. Me velly, velly bad. Me callee in another doctor. 
He come and give me more medicine. Make me velly, 
velly badder. Me callee in Sing Loo. He no come. He 
savee my life.”—Exchange. 


Instant Relief 


HOLLY (to shopman)—“I say—aw—could you take 
that yellow tie with the pink spots out of the show- 
window for me?” 
Shopman—“Certainly, sir. Pleased to take anything 
out of the window any time, sir.” 
Cholly—“Thanks, awf’ly. The beastly thing bothaws 
me every time I pass. Good-mawning.”—Christian 


Register. 


All Hope Gone 


ER fiancé (his first appearance in swimming cos- 
tume)—“What’s the matter, dear? Don’t you 
know me?” 
His Fiancée—“Oh, Jack! I was afraid it was you.” 
—Judge. 


Reverse English 


ARD in a café window—“Bearded lamb chops.” 
Ad in Chicago Tribune—‘Situation wanted. Chauf- 
feur, married, absolutely sober; no other bad habits.” 
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Needless Torture 


ENERAL SHERMAN once stopped at a country 
home where a tin basin and roller-towel sufficed 
for the family’s ablutions. For two mornings the small 
boy of the household watched in silence the visitor’s 
toilet. When on the third day the tooth-brush, nail-file, 
whisk-broom, etc., had been duly used, he asked: “Say, 
mister, air you always that much trouble to you’se’f?” 
—Christian Register. 


Culinary Mechanics 


66 HAT air them kitchenettes I hear tell of in the 
cities?” asked Deacon Hyperbole Medders, the 
somewhat honest agriculturist. 

“They’re the places, Uncle Hy,” explained Upson 
Downs, his city nephew, “in which are molded or cast 
or somehow produced a flat-dweller’s daily round of 
mealettes.”—Judge. 


Crushed 


R. SLIMPURSE (feeling his way)—“Your charm- 
ing daughter tells me that she is an excellent cook 
and housekeeper?” 

Old Lady (calmly)—“Yes, I have had her carefully 
taught, for I have always held that no lady who does 
not understand housekeeping can properly direct a 
retinue of servants.”—New York Weekly. 


Booming the Circulation 
¢é¢7F the young man who was seen Sunday evening 
kissing his best girl while standing at the front 
gate will subscribe for The Observer before next press- 
day, no further mention will be made of the matter.”— 
Hartford (Ark.) Observer. 


Fully Explained 
EACHER in a kindergarten physiology class— 
Harry, can you tell me the function of the pores 


of our bodies? 
Harry—They are things we use to catch cold with. 


—Exchange. 


Heritage 
OMMY I—“That’s a tophole pipe, Jerry. Where 
d’ye get it?” 
Tommy II—“One of them German Oolans tried to 
take me prisoner an’ I in’erited it from ’im.”—Vanity 
Fair. 


Consolation 


ISITOR—“It’s a terrible war, this, young man—a 
terrible war.” 
Mike (badly wounded)—‘“ ’Tis that, sor—a tirrible 
warr. But ’tis better than no warr at all.”—Punch. 


Injustice 


é¢séTTVHE spelling-book’s all wrong, mama! It don’t 
look right for a little thing like a kitten to have 


six letters and a big cat to only have three.”—Yonkers 


Statesman. 


Many a man has been patted on the back so much 
that it has stunted his mental growth.—Exchange. 
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NEW LISTS ON STEEL WIRE CHAINS 


f kee American Chain Company, Inc., Bridgeport, 

Conn., for which Wiebusch & Hilger, Ltd., 
106-110 Lafayette Street, New York City, are sell- 
ing agents to the merchant trade, has just issued a 


HALTER AND COIL CHAIN 
TENSO AND EUREKA PATTERNS 














Com CHAIN HattTerR CHAINS 
No. per 100 Feet | 
_ 4% Feet, per Doz. 6 Feet, per Doz. 

6/0 $3.75 $3.00 $3.75 
5/0 3.25 2.75 3.50 
4/0 3.00 2.50 3.00 
3/0 2.50 2.25 9 75 
~~ 2.00 1.90 2.40 
0 1.75 1.70 2.15 
1 1.60 1.50 1.90 
2 1.50 1.45 1.80 
3 1.40 1.35 1.65 
4 1.35 1.30 1.60 
5 1.25 1.20 1.50 
6 1.15 1.10 1.40 
7 1.15 1.10 1.40 











Above list in the Eureka pattern applies to coil chain 
made in sizes No. 5/0 to No. 4 only. 


NIAGARA AND LOCK LINK PATTERNS 

















Coil | Havrer CHains Coil | Haurer Cnains 
N | Chain | No. Chain 
| per 100 | 414 Feet 6 Feet per 100 | 414 Feet 6 Feet 
Feet | per Doz. per Doz. | Feet | per Doz. per Doz. 
7/0 $7.00 1 $2.00 $1.80 $2.25 
6/0 6.00 $5.25 $6.25 | 2 1.80 1.70 2.10 
5/0 4.50 4.00 5.00 | 3 1.60 1.55 1.90 
4/0 3.75 3.00 3.60 | 4 1.50 1.50 1.85 
3/0 3.25 2.75 3.35 | 9) 1.45 1.40 1.75 
2/0 2.50 2.30 2.85 | 6 1.40 1.35 1.65 
0 2.30 2.15 2.65 || 7 1.40 | 1.35 1.65 














TIE OUT CHAINS—tTenso and Eureka Patterns 











No. 20-Feet 30-Feet 40-Feet | 50-Feet 
sv tagauseok $3.75 $5.25 $8.00 | $9.50 
GO serdes..........:<.--- 4.00 6.00 8.75 | 10.50 
ee ere 4.75 7.00 10.00 | 12.50 
3/0, per dos.........-.--. 6.00 8.25 12.50 | 15.00 














COW TIES—TENSO, OHIO—Open and Closed Ring 








Patterns 
PER DOZEN 
No. Ohio Pattern Open*Ring Closed Ring 
6/0 $3.75 
5/0 3.25 
4/0 2.75 
3/0 2.50 $2.50 $2.25 
2/0 2.25 2.25 2.00 
0 2.00 











The new price list of steel wire chains just issued by 
the American Chain Company, Inc. 


revised price list of the entire line of chains, pre- 
liminary to the issue of a new illustrated catalog 
which it is expected will be ready for distribution 
the latter part of this year. 

During the last quarter of a century, list prices 
of halter, coil and tie-out chains, cow-ties, dog- 
leads, etc., made of wire, round and flat, have been 
based on. imported welded chains, made under 
radically different processes from the methods used 
in manufacturing steel wire chain products by 
automatic machinery. Hence such lists have 
grown to have little logical relation or application 
to the actual cost of production, which has gyrad- 
ually been modified by cost of manufacture. 

The new list prices just being sent out, effective 
from Sept. 1, are intended to correct the in- 
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equalities and they show many changes, which 
will establish different lists on different types of 
steel wire chains. 

With a few exceptions the new lists and discounts 
applying thereto wil mean a reduction in price. 

The purpose of the American Chain Company is 
to arrange a schedule so as to assure equitable and 
proper protection to jobbers and at the same time 
enable retailers to secure a_ satisfactory profit 
and in consequence stimulate their interest in 
steel wire chain products. The view of the com- 
pany is that a general and wider sale in greater 
quantities of halter, tie-out and other chains, com- 
monly handled by the merchant trade, can be 
largely increased by more attention to details, by 
both jobbing and retail distributors, and the new 
catalog to be issued will show much greater atten- 
tion to the complete line of chains. This will apply 
not only as to quality, finish and the attachment 
of such accessories as snaps, rings, toggles, etc., 
but in the method of packing, organization of sell- © 
ing staff and other auxiliary features which will be 
speeded up to accomplish the desired results. 

Tonnage output and much more comprehensive 
distribution at home and abroad is the goal toward 
which the company is working. A fact demon- 
strated to the management is that these types of 
chains can be produced in the U. 8S. A. as cheaply 
if not more so than by any country in the world 
because of the marked advance in automatic ma- 
chine manufacturing competing with cheaper hand 
labor. The eyes of the managers have been opened 
in the last few months to the tremendous possi- 
bilities of export business confirmed already by 
large actual orders. 

As against a uniform list price for all types of 
steel wire chains, foreign manufacturers have used 
different lists for different types which principle is 
logical and correct as to cost of product. The list 
prices adopted by the American Chain Company 
are subject to commensurate discounts for the 
different classes of trade. 


The Failure Which Is Success 


HE UNIVERSAL TRAGEDY OF MANKIND lies 
in the discrepancy between one’s ideals and deeds. 
What we wish to do, what we mean to do, and then— 
what we actually do! Or, more often, alas! what is 
left undone. Here is the tragedy of aspiration which 
withers and dwindles into inactivity or mere expedi- 
ency. It was Hamlet’s tragedy; it has been the 
tragedy of every person who has ever walked this 
earth, from the half-naked savage up. If this were 
all it would mean that there is nothing to be gained 
by high ambitions and noble purposes. But it is not all. 
There is a vast difference between one who aims at a 
lofty mark and one who never aims at all. Here 
is the alternative: to take life in glum passivity 
just because it is difficult and bitter, or to hurl oneself 
into the struggle with such ardor and courage that 
eventual defeat is never considered. It is the attitude 
of the good soldier ordered out on a “forlorn hope’: to 
do his best while there is a breath left in him. The 
wise philosopher—and everyone of us must have his 
philosophy of life whether he consciously formulates it 
or not—aims higher than he can ever hope to attain. 
“The desire of the moth for the star” may never help 
the little creature to reach it, but at least it will lift 
him into pure air above the paltry and sinister flicker- 
ings about him. For here is hope which can mitigate 
the tragedy of living for all: true success lies not in 
attainment, but in the sincere and _ unremitting 
struggle to attain.—Collier’s. 











September 16, 1915 


The Foreign Trade Extension 
Bureau 


[D*: A. R. S. ROY of India for seven or eight 
years has been studying the needs of his coun- 
try and the great possibilities afforded for the sale 
of American goods. He and James P. Downs of 
New York have been living and traveling in India 
for some time studying the Indian market and the 
American products most suitable therefor. They 
have organized the Foreign Trade Extension Bu- 
reau for the purpose of vastly wider commercial 
relations than have heretofore been attempted be- 
tween two countries, and inform us that if Amer- 
ican manufacturers would take an active interest in 
pushing their goods in India, that is to say, would 
help not only in advertising their goods but would 
also extend a little longer credit, they could with 
ease capture the Indian market at this time. A 
longer credit is required as goods take six weeks to 
two months longer in reaching the hands of agents 
and customers than is the case in the United States, 
which means that a cash outlay must be made two 
months in advance of the receipt of the goods and 
which must therefore be regarded as so much dead 
capital for that length of time. If, therefore, a 
sixty days’ special credit be allowed it permits the 
agent in India to use his capital up to the moment 
of the delivery of the goods, as is the case with our 
own merchants in America. 

While credits seem very long and appear difficult 
to handle, they are in reality no more so than the 
system of credits in America, and such difficulties, 
by one who understands them, can be easily ar- 
ranged for and overcome in various ways. Selling 
in India is just as sure and safe as selling in 
America or in any other country. There is only 
a difference of method. If the credits are longer the 
prices are higher and the profits greater. As a 
matter of fact there is less risk in Indian credits 
than in American credits. 

It is not necessary to enter into a discussion of 
credits, because any American manufacturer can 
get full information and details regarding credits 
by simply studying the methods followed by Eng- 
lish, German and Japanese houses in India; but 
there are some points which the American manu- 
facturer has to learn, and that is the respect of 
personality and the choice of more flowery language 
and a greater patience in dealing with the Indian. 

In America there are no distinctions, or scracely 
any, between one man or one customer and another, 
but in India a title or degree of any kind is of the 
highest value, even if it be only a university title of 
B.A., and a man who is a B.A. has to be treated 
with greater deference to win his custom than a 
man who has no honorific landmarks after his hon- 
orable name, and if a B.A. writes for certain goods 
or samples (and he is careful to put the B.A. after 
his name), he expects to be trusted on account of 
his title, and in ninety-nine cases out of 100 he may 
be well trusted. 

The business letter forms in India are more or 
less standard and are used by big and little, and 
should these forms not be observed prejudices may 
be aroused. 

Further, in India the newspapers do not have 
twenty-four or thirty editions a day. News does 
not get old in an hour. People do not move so fast. 


Letters are not answered by the next mail going: 


out. Usually they are answered some time within a 
month after they have been received. It is difficult 
to shake these tropical habits of the people, and it is 
not possible to inject vim into the tropical blood 
flowing in heat-swelled arteries. Yet the average 
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amount of business done by an Indian firm in a 
year is no less than the amount of business done 
by an American firm in the same period. However, 
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The entrance to the Foreign Trade Extension Bureau 


it cannot be expected that all of a sudden the Amer- 
ican manufacturers will wake up to the opportuni- 
ties of the market in India, nor can they be expected 
to be willing to pay the cost of learning without a 
proper knowledge of the great gain that would 
justify any risk. 

The Foreign Trade Extension Bureau proposes tc 
bridge over these difficulties, and it said to be the 
only firm of the kind in India. They do not do a 
commission business but are manufacturers’ agents. 
They buy direct from the manufacturers, pay for 
the goods in New York and sell them in India, Bur- 
mah and Ceylon. They are already representing a 
large number of American manufacturers. 


Give Toys a Chance 


f bgpeonem is a great deal of discussion among hard- 
ware dealers to-day as to the advisability of 
selling toys. This must, of course, be governed to 
a great extent, by the local conditions and by the 
amount of available display room that can be given 
to these goods, though to poor display more than to 
local conditions can failure in this line often be 
traced. 

One enterprising Massachusetts concern, while it 
does not handle the smaller low-priced toys, has 
built up an excellent business with children’s vehi- 
cles, tool chests and model building toys, such as 
Meccano, Erector, Structo, American Builder, etc. 

In a window display these toys are ideal. The 
ready-built models furnished by the manufacturer 
are not only handsome and artistic, but the me- 
chanical features appeal to the inventive instinct 
that is prominent in the average youngster. And 
when it is shown that a toy can be enlarged upon 
at any time to any degree and that any part can be 
immediately replaced, the argument has a strong 
appeal to the practical side of human nature. 

For three weeks before Christmas a young man 
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demonstrated toys. This young man worked both 
in the windows and in the store and besides fur- 
nishing an attraction by building anything from a 
wheelbarrow to an elevator in the window, his dem- 
onstration caused a substantial increase in the 
sales. 

With the building toys by far the greater num- 
ber of sales is made in the four weeks that precede 
Christmas. Because of the fact that small sets can 
be converted into larger ones by means of acces- 
sory outfits, every sale is a stepping stone to addi- 
tional business in parts and jn accessory outfits. 
Sell a child a small set now and by the time his 
birthday comes around or by the time his bank 
holds the necessary amount of small change, his 
ideas have grown and he is ready to add to his 
original set. If the first outfit has a neat plain 
sticker on the under side giving the firm’s name 
and address it is not hard to guess to whom the 
sale of extra parts will go. 

Though the vehicles occupy considerable space on 
the second floor of the Massachusetts firm’s build- 
ing the company considers it well utilized. The 
line includes coaster and express wagons, miniature 
automobiles, bicycles and velocipedes. For these 
there is a constant and year-round demand, 
stronger, of course, in the spring of the year and 
at the Christmas season, but steady enough to allow 
of their display the whole year. Sales of sleds and 
skates in the winter more than offset the sales of 
wagons in the spring and summer, though with 
these the final results are often dependent upon the 
weather. conditions. 

Lay aside the handsome profits that result from 
their sale, forget for the time the extra customers 
they will bring into your store, and we still have 
toys as a foundation on which to build the business 
of the coming generation. Habit is a strong factor 
in our actions. Let us form a habit, good or bad, 
and we have a struggle when the time comes to 
make a change. Get children accustomed to going 
to the hardware store for toys and as the children 
grow and their wants increase habit will be a 

















A Structo toy 


strong factor in keeping them from straying away 
from the hardware store. It’s a whole lot easier to 
keep a customer than to bring in a new one. 


Hardware Age 


A Wrench Display Board Put to 
Double Use 


OMEWHERE in nearly every hardware store is 
one of those display boards that have become so 
popular with wrench manufacturers. The usual 
method of utilizing these boards is to hang them 





A wrench display board. So fastened that both sides 
can be used 


from the wall or against a pillar. Gaylord P. Hub- 
bell of Ossining, N. Y., has used his in a novel and 
excellent manner. 

Around his store is the usual ledge extending 
about 12 in. from the shelving and about 4 ft. from 
the floor. This board has been set upright on this 
ledge on a pivot bearing far enough from the shelf 
boxes so that it will turn around without being 
obstructed. A nail driven through the end hole of a 
shelf bracket that is fastened against an upright 
division of the shelving holds the top securely. 

On one side is the manufacturer’s display of 
wrenches and on the other side, that is usually 
blank, is a similar display of small nippers and 
pliers. It gives the board a double selling power. 


His Explanation 


oo did not shine as a student, and his reports 
clearly proved this, yet he insisted to his mother 
that he was right at the top of his class. 

“You see,” he explained when one of his reports was 
under scrutiny, “that ‘E’ is for ‘excellent’ and that ‘D’ 
is for ‘dandy.’ ” 

“But,” persisted his mother, “the little girl across the 
street gets almost nothing but ‘A’s’ on her reports. 

“Well, mother,” responded the boy, “I hate to give 
her away, but that ‘A’ stands for ‘awful.’ ” 

And it is said that he got away with it—Exchange. 


J. T. RADER of Clyde, Ohio, formerly with the Inter- 
national Cutlery Company, Fremont, Ohio, and the 
Miller Lock Company, Philadelphia, Pa., is now con- 
nected with the H. Clauss Mfg. Company of Fremont, 
Ohio, manufacturer of shears, scissors, rezors, mani- 
cure goods, etc. The company operates factories in 
Fremont and Solingen, Germany, with the main office 
at Fremont. 








Trade Conditions and Iron, Steel and Hardware Prices 





The hardware trade in August made a 
good record for a summer month. In the 
Pittsburgh district there is now a fair 
volume of business in builders’ hardware. 

Retail hardware dealers who handle auto- 
mobile accessories, report very satisfactory 
business, and state that it is steadily increas- 
ing. This has become one of the important 
departments of the modern retail hardware 
store, and much attention is being paid by 
retail hardware dealers to the carrying of 





MARKET SUMMARY FOR THE BUSY READER 


automobile supplies and also to displaying 
them to the best advantage possible. The 
profit in goods of this kind is quite satisfac- 
tory. 

The report comes from Cleveland that gen- 
eral conditions in the retail hardware trade 
are probably better than they have been at 
any time during the year. 

The steel business is making new records 
almost every day in output. Shipments are 
also enormously heavy. 











Office of HARDWARE AGE, 
Pittsburgh, Sept. 14, 1915. 


HE rate at which steel production in this country is 
increasing is well shown in a pig-iron report printed 
last week, which shows that on Sept. 1 this country was 
making pig iron at the rate of 89,660 tons per day 
against 82,691 tons per day on Aug. 1. The leading steel 
companies that have blast furnaces made in August 
2,101,818 tons of pig iron, the largest output in any one 
month in the history of steel works blast furnaces. The 
nearest record to this was made in May, 1913, when the 
steel works blast furnaces turned out 1,991,192 tons. On 
Sept. 1 there were in operation in this country 249 blast 
furnaces, against 234 on Aug. 1. Last week the Carne- 
gie Steel Company blew in another blast furnace at 
Pittsburgh and one at Farrell, Pa. It is estimated that 
pig-iron output in this country is now at the rate of 35,- 
000,000 tons per year, while on Jan. 1 it was 18,000,000, 
showing an increase in only seven months of nearly 100 
per cent of pig-iron production. This is certainly re- 
markable, and shows how quickly the tide in the steel 
business of the country can turn. 

A very significant feature of the steel trade at pres- 
ent is the fact that the railroads are commencing to 
place orders for steel rails for rolling in the early 
spring of 1916. The Louisville & Nashville Railroad has 
bought 43,000 tons from the United States Steel Corpo- 
ration, and the the Atlantic Coast Line 20,000 tons. The 
New York Central Lines are figuring up their rail re- 
quirements for next year, and these systems are expect- 
ed to be in the market before very long with very heavy 
inquiries for steel rails. The steel business is making 
new records almost every day in output. In August the 
Steel Corporation made more Bessemer and open-hearth 
steel ingots than in any other month in its history, and 
this same record was made by nearly all the independent 
steel companies. Shipments are also enormously heavy, 
the United States Steel Corporation having averaged 
shipments of 42,000 tons a day the whole month of Au- 
gust. This enormous output of steel is naturally re- 
flected in a very heavy demand for pig iron which is 
putting up prices. Bessemer iron has advanced squarly 
to $16 at Valley furnace, and basic is now quoted at 
$14.75 to $15 at furnace. Nearly all the blast furnaces 
owned by the steel companies, and also by independent 
interests that can make pig iron, are now in blast, and 
there is not a great deal of room for further increase in 
output. A good deal of pig iron is being booked by the 
furnaces for shipment to the foundries, and the whole 
pig-iron market looks very prosperous and will likely 
continue so over the next six months, and probably a 


year at least. There is still a great scarcity in the sup- . 


ply of steel billets, and prompt lots of Bessemer and 
open-hearth have sold at $26 to $27, Pittsburgh, but 
these prices are above the regular market. 

There is still an enormous demand for steel rounds for 
shrapnel purposes, but with the mills sold up for practi- 
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cally the remainder of this year not very much new busi- 
ness is being placed with Pittsburgh mills. Steel rounds 
have become so scarce that inquiries are now out for 
large lots of forging billets to be about 5% in. square 
and 15 in. long, which are to be forged into shrapnel. 
The specifications for this steel are very rigid, the dis- 
card from the top of the ingot being 30 to 35 per cent 
and from the billet 5 to 20 per cent. The carbons are 
also high, running 0.45 to 0.55. Very high prices are 
being paid for forging billets and $33 to $35, Pittsburgh, 
has been done on small lots for prompt shipment. 

In the pipe trade an item of interest is that the Jones 
& Laughlin Steel Company, Pittsburgh, is going to build 
a large pipe mill at its Aliquippa, Pa., works, which, 
however, will not be ready for operation before the mid- 
dle of 1916, or later. 

The hardware trade in August made a good record for 
a summer month, a good many of the traveling salesmen 
having: been on their vacations in August and are now 
back at business, and for this reason September is ex- 
pected to show a large increase in orders over August. 
There is a fair volume of business in builders’ hardware, 
but the demand for this class of goods for large office 
structures is not as heavy as last year. The continued 
rains this summer kept lawns in splendid condition, and 
this resulted in quite a good demand for lawnmowers, 
but a falling off in business in garden tools. 

Retail hardware dealers that handle automobile ac- 
cessories report a very satisfactory volume of business 
and state it is steadily increasing. This has become one 
of the important departments of the modern retail hard- 
ware store, and more attention is being paid right along 
by retail hardware dealers to carrying for stock of au- 
tomobile supplies and also to displaying them to the best 
advantage possible. The profit in goods of this kind is 
also referred to as quite satisfactory. There will be a 
good deal of disappointment in the hardware trade if 
the volume of business, not only by jobbers but retailers 
as well, in September does not show material increase 
over August. Collections in general are reported quite 
satisfactory. 


WIRE NAILs.—Loca! makers report that domestic de- 
mand for wire nails is picking up a little, but is ex- 
pected to be much better in the latter part of this month 
and in October. Specifications against contracts at the 
$1.55 and $1.60 price are coming in at a moderate rate, 
and it is stated that in some cases new desirable orders 
are being taken at the $1.60 price. There is still some 
foreign inquiry for wire nails, but shipments abroad 
have been light for some time. The fact that the de- 
mand for wire nails is not very active does not worry 
the mills, as they can very readily put their output into 
barb wire, for which there is a very heavy demand. 


U 


We quote on new orders, wire nails in large lots to jobbers, 
$1.65 base; in carload lots to retailers, $1.70 base: less than 
carload lots, $1.80; galvanized nails, 1 in. and longer. $1.75 
extra, or $3.40 base; shorter than 1 in., $2.25 extra plus the 
regular nail card extras. 
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Cut NaiLts.—New demand is fair, particularly from 
the South, where cut nails are being used quite heavily. 
Prices are very firm, due to the scarcity of steel and the 
high prices ruling for it. 

We quote cut nails, $1.65 
lots to jobbers; carloads to retailers, 


terms sixty days or 2 per cent off 
freight added to point of delivery. 


per keg in carloads and larger 
$1.70 f.0.b. Pittsburgh, 
for cash in ten days, 


Bars WIRE.—There is still an enormous inquiry for 
barb wire for foreign delivery, and the mills have no 
trouble in booking all the business of this kind that they 
can take care of and make the deliveries wanted. It is 
stated that actual foreign inquiries at present in the 
market aggregate 150,000 to 200,000 tons. Local makers 
of barb wire are pretty well sold up over the remainder 
of the year and prices are very firm. Shipments of barb 
wire in August are said to be the heaviest in any one 
month in the history of the barb wire trade. 

Plain annealed wire is $1.50; galvanized barb wire and 
fence staples, $2.50; painted barb wire, $1.80, all f.o.b. Pitts- 
burgh, with freight. added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 71% per cent off in carload lots, 
70% per cent on 1000-rod lots, and 69% per cent on small 
lots, f.o.b. Pittsburgh. 

FENCE WIRE.—The new demand for fence wire is 
fairly active, but will not be as heavy this fall as 
anticipated, due to the high prices ruling for spelter, 
the farmers figuring that they can save money by hold- 
ing off building new fences until next spring. Quite 
heavy shipments of fence wire are being made abroad 
and these make up in part for the falling off in the do- 
mestic demand. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized $2.20 with the usual ad- 
vances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—There is no let-up in the 
heavy demand for steel rounds for shrapnel, two or 
three very large inquiries being now in the local market, 
while last week a foreign order for 17,500 tons was 
placed with a local mill through J. P. Morgan & Co. of 
New York City. The larger consumers of steel bars, 
including the agricultural implement makers, are speci- 
fying very freely. The demand for iron bars and also 
for steel bars for reinforcing purposes is quite active. 
The minimum price on steel bars is 1.35c., and sales 
for first quarter of 1916 are made at 1.40c. 


We gauote steel bars at 1.35c. for third quarter. Common 
iron bars are higher and we now quote these at 1.35c.; re- 
fined iron bars, 1.40c. to 1.45c., and railroad test iron bars, 
1.45¢c. to 1.50c., all f.o.b. Pittsburgh. 


TIN PLATE.—Specifications are falling off to some 
extent, probably due to the continued wet weather, 
which is making the canning of some vegetables and 
fruits much later this year than usual. As yet noth- 
ing official has been heard as to prices of tin plate for 
next year, but it is believed the official price will come 
out during this month or very early in October. It is 
realized now that the naming of the official price on tin 
plate was delayed too long last year, and that it really 
hurt the tin plate people in their efforts to obtain a fair 
price when the time came to make contracts. The 
domestic demand for tin plate is dull and only for small 
lots to fill out stocks. 


We quote 100-lb. coke plates at $3.10 to $3.25 per base box, 


depending on the order. 
We quote 100-Ib. terne plates at $3.15 per base box, f.o.b. 


Pittsburgh. 

SHEETS.—Local mills report a very heavy demand fcr 
blue annealed sheets, one leading interest having taken 
an order last week for 5000 tons and another 3500 tons. 
These blue annealed sheets are very high in quality 
and are used largely by the electrical interests. There 
is only a fair demand for black and galvanized sheets. 


We now quote Nos. 9 and 10 blue annealed sheets at 1.45c. 
to 1.50c.: No. 28 Bessemer black, 1.90c., and No. 28 galvan- 
ized, 3.60c. to 3. 75¢c., in carload lots and larger, f.o.b., Pitts- 


burgh. 

SHEETS.— Makers’ prices for mill shipment on sheets 
of U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 


date of invoice. 
Blue Annealed Sheets 
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Box Annealed Sheets, Cold Rolled 
Cents per lb. 
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a, he ee wae eee caneen 1.70 
ee Ooh ewe wade 1.75 
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Galvanized Sheets of Black Sheet Gage 
Cents per lb. 
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CORRUGATED ROOFING SHEETS BY WEIGHT 
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Nuts, BoLTs AND RIvETS.—Local makers report the 
domestic demand very active and foreign inquiry is 
also heavy. It is stated that probably 25 per cent of 
the output of the nut and bolt makers has been going 
abroad for some time and there are no signs of any 
let-up in this business. Prices are very firm. Discounts 
to the large trade are as follows: 


S. Cold Punched Blank and Tapped Cham- 
fered, Trimmed and Reamed 

Ss ee fC A ee ee 7.4c. per Ib. off 

oe NS er 6.9c. per Ib. off 

RG, GEE GUO ccc c wc wccesr sce s see, DOF ID. of 


U. SB. 


Semi-Finished Tapped 


S&F OR rrr rs ree 85-10-5 off 
a ey a en ES oc bk ob NAb b eee veedee cbs 85-5 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter............ 80-10 off 

Package Rivets, 1000 P 
Black, metallic tinned and tin siesed. . . 75-10-10 off 


Discounts on bolts to the large trade, effective from 
July 21, are as follows: 


p. nuts, % x 4 in., smaller and shorter, 
rolled, 75, 10, 10 & 10; smaller and shorter cut, 75, 10,10 & 
D } larger or ‘longer, 75 & 10. Machine bolts, CPCe&T. 
nuts, % x 4 in., smaller and shorter, 75, 10 & 7%, larger or 
longer, 70, 10 & 7%. Common carriage bolts % x “6 in., 
smaller and shorter, rolled, 75, 10, & 5; smaller and 
shorter, cut, 75, 10 & 10; larger or longer, 75 & Bolts 
without nuts, 6 in. and shorter, extra, 10; longer lengths, 
extra, 5. Blank bolts, 75 & 10. Bolt ends with H. P. nuts, 75 
& ; Cc. P. Cc. & T. nuts, 70, 10 & 7%. Gimlet point coach. 
screws and cone point lag screws, 80 & 15. Nuts, blank or 


Machine bolts, h. 


tapped, p. square, 6c. jb. off ; h. p. hexagon, 6. 70¢. lb. off; 
CP.C&T. square, 5.50c. lb. off; hexagon, % in. and up,. 
7c. lb. off; smaller, 7. 50c. lb. off; P. plain, square, 5.40c. 


lb. off; hexagon, 5.80c. Ib. off; C. P. semi- ‘finished, hexagon,. 
% in. and up, 85 & 10: smaller, 85, 10 & 1 


WROUGHT PiPE.—An item of interest in the pipe trade: 
is that the Jones & Laughlin Steel Company of Pitts- 
burgh will build large pipe mills at its Aliquippa, Pa..,. 
works for making all sizes of black and galvanized steel 
pipe from % in. up to 16 in. inclusive in diameter. The: 
company has placed contracts with the United Engi- 
neering & Foundry Company for two lap and two butt. 
weld furnaces and expects to be making pipe about July, 
1916. It is not expected now that the contemplated 
order of the J. G. White Corporation for 120 miles of 
8 in. pipe will be placed. This line was intended to be 
laid in the Cushing oil fields in Oklahoma, but it is: 
stated that territory is playing out very fast and does. 
not offer much encouragement in the war of new devel-- 
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opment. The domestic demand for merchant pipe and 
for oil country goods is quiet, jobbers seeming to have 
heavy stocks and are not placing orders very freely. 
Discounts on both iron and steel pipe are more or less 
shaded, particularly on galvanized. 


WROUGHT PIPE.—The new demand for merchant pipe 
is only fair and for oil country goods is very dull. As 
yet the advances in prices on oil have not had the ef- 
fect of stimulating demand for oil country goods. Dis- 
counts on both black and galvanized iron and steel 
pipe continue to be shaded on desirable orders. 





Butt Weld 
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Office of HARDWARE AGE, 
New York, Sept. 11, 1915. 


ALES MANAGERS speak of business as very much 
better in tone for the last few weeks, which is 
especially noticeable in the mail correspondence going 
through their hands. Importers, with both foreign and 
domestic connections, are now taking import orders for 
spring trade covering principally English and French 
manufactures, with very little of German production, 
which business is regarded as too uncertain to rely on. 
Occasionally there are exceptions for German articles 
and a few orders are given to be filled if possible, which 
the distributor hopes to have executed, but if not ulti- 
mately received could not be obtained otherwise. This 
might include, for instance, certain patterns of door 
locks, scythes, etc., which would be in this category, the 
latter sometimes originating in Austria, but coming 
through German houses. 

There are almost universal advances in price on 
goods to come from England and France, for example, 
largely because so many makers there are overwhelmed 
with orders and have diverted their forces to turning 
out war material. There are many inquiries coming 
from abroad, especially from Russia, France and the 
United Kingdom. If wide awake manufacturers in the 
U. S. A. intelligently comprehend the situation, it offers 
an exceedingly good opportunity to introduce American 
goods for home as well as foreign consumption for- 
merely made overseas, which will enable merchants to 
familiarize themselves with substitutes often of better 
quality. If at fair instead of unreasonable prices tem- 
porarily, keeping in mind more normal conditions after 
the war, it will accomplish more lasting benefits by 
building for the future. 

Cut nail manufacturers are said to be growing rest- 
less for higher bases at mill because of the increased 
cost of raw material. One rolling mill which fitted up 
to make 20,000 tons of plates switched its facilities to 
the production of 3%-in. diameter rods, possibly for 
shrapnel, and has not made a bit of plate, which to 
some extent serves to stiffen the price for rolled iron. 

Business from the South is still slow and seemingly 
likely to continue moderate from present indications, 
the best trade coming as heretofore from Central West 
territory, business getting better all the way from the 
Atlantic coast through Pennsylvania and New York to 
the middle of the continent. 


Lay Weld, extra strong; plain ends 
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Butt Weld, double extra strong, plain ends 
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To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on the black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
July 16, 1915. 


Lap ee Steel Standard Charcoal Iron 
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Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 





The great volume of production for overseas is con- 
stantly increasing because of orders in hand and con- 
tinually coming, equipment installed and forces organ- 
ized. While the unthinking look upon much of this as 
transitory and outside regular channels with no bear- 
ing on their concerns, it is nevertheless true that manu- 
facturers are increasingly buying tools, machinery and 
material that helps many a factory and mill not ordi- 
narily regarded as producers of munitions of any kind. 
Then the speeding up of industrial plants to full time, 
often three shifts daily, means that employees are earn- 
ing more and naturally will spend more so that in due 
time the enormous distribution of cash coming from 
outside the country filters through into channels lead- 
ing everywhere. These are questions that buyers 
should at least take into consideration in determining 
what they will need for stock. 

Merely to illustrate, using such a harmless item as 
shoes. - If a manufacturer is executing an order for 
one or more millions of pairs, it necessarily requires not 
only extra machinery, tools and leather, but metal shoe 
nails, pegs, textile linings, thread, needles, eyelets, glue 
and paste, sandpaper and other items none of which 
ordinarily are considered at all warlike. Then the great 
influx of foreign money is bound to stimulate trade in 
different branches now, no matter what occurs months 
or years hence. 


WIRE Naiis.—There have been quite a good many 
orders placed during the past week for shipments in 
September and October. Most buyers seem to want to 
arrange for a little longer delivery, but are not suc- 
ceeding very well. Carload prices at mills are well 
maintained according to manufacturers and jobbers. 
The consuming demand seems to be better and fairly 
good. In some quarters more orders could be booked 
but greater discretion is being exercised in extending 
credit, with various slow paying dealers confined to 
purchases for cash. 

Wire nails, in store, are held at $1.90 and delivered within 
the carting district at $1.95 base per keg. 

Cut NaiLts.—The mills making cut nails are finding 
it more difficult to obtain nail plate for several reasons, 
one manufacturer announcing that this material had 
already cost him $1.50 per ton more and that he did not 
know where he could get an additional supply from for 
less than another $1.50 per ton advance, which for 
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material alone means actually more than 15c. per keg 
increase. Exports of cut nails have changed but little 
from the conditions of the last week or two. All prices 
are a little firmer for both domestic and export busi- 
ness. 


Cut nails, in store, are based on $1.90 and delivered $1.95 
per keg base. 


NAVAL STORES.—Naval stores in this market have 
been sluggish and dull, in sympathy with the primary 
markets, especially Savannah, where the larger re- 
ceipts have caused a heavier tone. Primary buyers of 
the crop choose to take the output as it arrives only 
on concessions in price and the resulting effect at this 
end is to curtail sales and reduce the volume of busi- 
ness. Present prices look attractive and should im- 
prove in October when the receipts in southern terri- 
tory usually dwindle. 


Turpentine, in yard, is quoted at 38% to 39c. per gal. 

Rosins are easy in sympathy with Savannah. 

Common to good strained, on the basis of 280 lb. per bbl. 
ranges from $3.25 to $3.30 and D grade $3.35 to $3.40 per bbl. 


Rope.—This trade in eastern territory has slack- 
ened off considerably since Aug. 1, and may be alluded 
to as poor, while up to that time it is said to have 
been excellent. Nevertheless, despite decreased con- 
sumption prices seem to be well maintained as hereto- 
fore on the basis of 14c. per lb. for first grade Manila 
rope from jobbers. We are advised that there are no 
good reasons for lower prices because of the situation 
in Manila hemp, which remains firm. 

There is still difficulty in getting some of the Mexi- 
can fibers, especially istle, used in some of the cheaper 
grades of cordage and grown principally in northern 
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Mexico. Sisal from Yucatan in southern Mexico, bor- 
dering on the Gulf of Mexico, has been coming along 
fairly well and better than during the spring. 

LINSEED O1IL.—Business in oil is spotty and the ag- 
gregate consumption is both small and unsatisfactory. 
So far as new flax seed is concerned the government 
crop report shows some deterioration in North Dakota 
where apparently the growing flax has suffered slightly 
from frost, the September estimate being 87.6 com- 
pared with Aug. 1, 91.2 per cent. 

Linseed oil, raw, city brands, is nominally quoted at 54c. 
in 5 or more bbl., and 55c. per gal. for less than 5 b 

State and western oil is 5lc. in carloads and 52c. 
per gal., for less than carloads. As a matter of fact, 
however, all of these prices can be shaded for anything 
like desirable business from % to lc. per gal., according 
to seller and circumstances. . 

WINDow GLAss.—In this line dealers conversant with 
the manufacture, importation and jobbing of window 
glass say that there is a little better feeling, yet hardly 
enough to make an appreciable difference in the trade. 
The factories are quiet because manufacturers have 
not agreed on wage scales yet, which ought to be de- 
cided on this month. It is not expected that the glass 
factories will resume within say four or five weeks, 
and in no event, it is pointed out, before determining 
the wage question, the men having asked for quite an 
advance. 


Window glass is unchanged at 90 per cent for AA quality 
single, and 90 and 5 per cent discount for double thick; A 
grade 90 and 5 on single, and 90 and 10 for double thick; 
B quality 90 and 15, single, and 90 and 20 per cent discount 
for double thick from jobbers’ lists. 





Office of HARDWARE AGE, 
Cleveland, Sept., 14, 1915. 


{ieee fall trade is coming out in very satisfactory 
shape and general conditions in the retail hardware 
trade are probably better than they have been at any 
previous time during the year. There appears to be less 
hesitancy among retail dealers over placing orders and 
early fall orders are being placed with jobbers in good 
volume. The local retail trade reports a volume of 
business slightly better than-at this time a year ago. 
Dealers are stocking up quite liberally on roofing, 
elbows and fittings and there is an active buying move- 
ment on among the retail trade in sheets. For some 
months business in sheets has been only moderate, but 
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freight from his station to yours, the soc. differential 
will practically have been enforced. 

Against this advance the retailer has no possible way 
of getting back an extra profit by increasing his own 
selling price. Outside competition will regulate that 
feature effectively. As evidence of this, two wholesalers 
have told the writer that the differentials would not be 
added to their own prices to any customers for ship- 
ments from their stocks because they (the wholesalers) 
always bought enough to avoid paying any differentials, 
and furthermore the competition of their fellow jobbers 
would make such advance impracticable. 

As the chief customers of iron wholesalers are wagon 
makers, blacksmiths, etc., in country towns, it is easy to 
see that the only fellow who will be affected seriously by 
the new ruling is the retailer who has been in the habit 
of buying iron direct from the mills and who now faces 
the possibility of having every bar in his stock cost him 
$3 to $7 per ton more than heretofore. His only alter- 
native being to increase his investment entirely out of 
proportion with his iron sales or to retire from the busi- 
ness and leave the field to his larger competitors, the lat- 
ter appears to be the result desired by the mills. 

Progressive merchants will thus be penalized for their 
efforts to be really useful storekeepers in their commu- 
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with the advance in prices on black sheets and a possi- 
bility of still higher prices, dealers are laying in stocks. 
They see nothing in the galvanized sheet situation to 
indicate much lower prices and the galvanized sheet 
business is heavier than it has been for some months. 

Retail business in builders’ hardware is heavy and in 
mechanics’ tools it is holding up very satisfactorily. Job- 
bers report a good volume of fall business in guns and 
ammunition and the fall retail demand for guns has 
started up in a very satisfactory manner. 


2.25, 


Jobbers are quoting black sheets at $2.20 to and 
galvanized sheets at $4 for No. 28 out of stock. Stock price 
on nails for which the demand has improved is $1.95. Wire 
is quoted at $1.85 for No. 9 annealed with a 70c. advance for 
galvanized wire. The stock price on barbed wire is $2.80. 





nities by having an assortment of sizes the total volume 
of which is in proportion to the requirements of their 
local trade. 

Is the situation fair? Before writing this letter the 
writer asked the opinions of twenty members of our as- 
sociation, and with two exceptions those gentlemen have 
replied no, that it was gross discrimination, and such it 
certainly appears to this office. 

I have seen one letter from a large producer on assur- 
ing a retailer that the trade would all “get used” to the 
change shortly and then we would all be better pleased 
than under the old arrangement and that as all mills 
were agreed on the change nobody would have any ad- 
vantage over his competitor. Perhaps this is true, but 
it is hard to accept that reasoning if the retailer is in- 
cluded in the term “all the trade.” 

Bar iron does not interest all our members, but there 
are a large number to whom it is an important item. 
Will those members write this office their opinions, and 
if they agree with those who have so far expressed 
themselves will they voice their protests to the mills 
against what appears to be discrimination against them 
and send copies of their letters and replies received to 
this office ? | 

Is the hardware trade (including the retailer) no long- 
er a factor in the iron business? If it is a factor why 
discriminate against any particular branch of it? If re- 
tailers are no longer a factor why not have a statement 
to that effect made frankly ? 
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For Those New Garages 
in Your Town 


10—24 and 36-inch sizes. 

Equipped with Stanley Patented Ball Bearing Washers. 

No. 1457—10 and 24-inch ornamental strap; 1 1/16-inch 
offset for wood. ; 

No. 1458—36-inch corrugated strap; 1 1/16-inch offset 
for wood. 

No. 1459—36-inch corrugated strap; 2 1/4-inch offset 
for brick and concrete. 


These Hinges are made of highest quality Wrought 
Steel, designed to meet the requirements of heavy 
garage doors. The Ball Bearing Washers permit the 
door to swing smoothly and easily, and are so con- 
structed that the case hardened tool steel bearings are 
protected from dust and moisture, making oiling 
unnecessary. [Each bearing will support a crushing 
weight of 2000 pounds. 

These hinges permit closing the doors tightly, which-s 
is impossible with hangers. 

We manufacture complete “Trim” for the garage door, 
and shall send catalog ‘““W” on request. 


Dust and Moisture Proof 
Ball-Bearing Washer. Patented. 







Taken Apart 
to show 
Construction 
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No. 1459 1/6 Size 























NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


The “Busy Little Clerk” 


The Bonney Vise & Tool Works, 
{[nc., Allentown, Pa., have brought out 
the “Busy Little Clerk,” which is an 
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The “Busy Little Clerk” 


assortment of drop-forged wrenches, 
mounted upon an attractive display 
board. The board contains three each 
of ten different drop-forged wrenches 
of the two most popular designs. These 
wrenches are suitabie for farm, ma- 
“hine and automobile use. 

There are three sizes of 22%4-deg., 
general-purpose wrenches—Nos. 500, 
502 and 504; and seven sizes of double- 
head, 15-deg. engineers’ wrenches with 
a straight bar. These sizes are Nos. 
21, 23, 25, 27, 29, 31 and 34. 

All of the wrenches are hardened 
and the ends are ground and polished. 
The bodies are finished in dead-black 
enamel.: 

The display board is equipped with 
hooks to hold three wrenches of each 
size, and the number as well as the 
suggested resale price is found at the 
side of each set of hooks. The size of 
the display board is 7% by 26 in., and 
its shipping weight with thirty 
wrenches is 20 lb. The wrenches may 
be bought separately, either in com- 
plete sets to refill the display board or 
in varying quantities of a size. The 
list price of assortment No. 60, com- 
plete with the display board and thirty 
wrenches, is $12.50. 


Sanitary Handled Toilet 
Clippers 


The Coates Clipper Mfg. Company, 
Worcester, Mass., whose sole dis- 
tributing agents are John H. Graham 
& Co., 113 Chambers Street, New 
York City, is now offering all its high- 


grade barbers’ toilet clippers with 
handles having a sanitary finish in 
the nature of a baked enamel which 
will not discolor, chip or break. They 
are obtainable in four colors, namely, 
white, ivory, light blue and salmon. 
In a large line of these toilet clip- 
pers the best brand is the “Bay 
State,” which the company’s repre- 
sentatives say is the highest type of 
toilet clipper they know how to make. 


The “Bay State” clipper, which can be © 


supplied with a bottom plate to cut 
any specified length, from 1/32 to 
5/16 in., has an adjustable tension, 
corrugated bottom plate, and is fitted 
with a compression steel spring. 
Likewise in the preferred class which 
can be obtained with the sanitary 
handles are Nos. 151 and 141. 


Brite Lite Electric Lighting 
System 


The Brite Lite Company, Albert 
Lea, Minn., is manufacturing electric 
lighting systems for country homes to 
meet individual requirements. 

The Brite Lite systems do not re- 
quire that the engine be run except 
to charge the battery. Once or twice 
a week and in many cases a less num- 
ber of times will suffice. This is 

















Brite Lite electric lighting system for 
country homes 


especially true in the summer months 
when a charge once in two weeks is 
generally sufficient. 

These systems have a battery large 
enough to carry the full number of 
lights indicated for eight hours with- 
out the necessity of operating the 
engine and the generator, except for 
charging. When necessary, however, 
the company can furnish batteries and 
generators in any combination desired. 


THE FRANTZ PREMIER COMPANY, 
Cleveland, Ohio, manufacturer of all 
kinds of electrical and labor saving 
devices for household use, such as 
vacuum cleaners, electric washing 
machines, etc., is erecting a four story 
plant at a cost of $150,000. The 
building when finished will contain 
approximately 100,000 sq. ft. of floor 
space. It is scheduled for completion 
about Nov. 1. The structure is 60 
by 340 ft., with the fourth floor part 
280 ft. long. It is of mill construc- 
tion, with brick walls and_ steel 
frames. A power house is also being 
built. 
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Buckeye Aluminum Dinner 
Bucket 
The Buckeye Aluminum Company, 


Wooster, Ohio, has recently brought 
out a new round hood cover, three 

















New Buckeye aluminum dinner bucket 


compartment aluminum dinner bucket. 
This bucket is made from heavy sheet 
aluminum, and the company states 
that it is insect proof. The catalog 
number is 7%. 

The new bucket measures 7 in. in 
diameter, 714 in. in depth, and it hasa 
capacity of 5 qt. The tray has a 
capacity of 3 qt. and it is 4% in. deep. 
The pie tray is 1% in. deep. 


The “Vixen” Odorless Gas 
Heater 


The J. P. B. Sadtler Company, Inc., 
75 Warren Street, New York City, has 
recently placed upon the market the 
“Vixen” odorless gas heater, for 
which extreme economy is claimed. 
This heater has a water pan in the 
base and an inner drum which be- 
comes red hot in a few minutes. 

On account of the water pan in the 
base, the stove, besides heating the 
room in which it is placed, insures a 
supply of pure, moist air, and it will 
heat a room 15 ft. square in the coldest 
weather, the company claims, for less 
than 1 cent an hour. It is stated by 
the company that this heater consumes 
10 ft. of gas per hour and it can be 
operated for 1% cents per hour on 
artificial gas and 4% cent per hour on 
natural gas. 

This new heater is patented in for- 
eign countries and its features are 
covered by several patents in the 
United States. It is stated by the 
company that to get the best results 
from this heater water must be kept 
in the pan in the bottom of the heater 
and that independent gas connections 
should be used to secure a good flow 
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MAIN OFFICE AND WORKS 
RICHARDS-WILCOX MANUFACTURING CO. 
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of gas. This stove is made with both 
black and nickel trimmings. The 
black-trimmed model sells for $5, 
while the model trimmed with nickel 
is priced at $6. 

The company now has a new model 
heater, embodying the same features 

















The *‘Vixen” odorless gas heater 


as its former models, except that it 
is made from oxidized copper. The 
legs and the base of the new model 
are in one piece and it is equipped 
with a Hale gas mixer, which removes 
the danger from back-fire. This new 
model will sell for $7.50. 


“All Steel” Chisel Display 


The Vaughan & Bushnell Mfg. 
Company, 2114-2138 Carroll Avenue, 
Chicago, Ill., has brought out a new 
display case for its all steel wood 
chisels. The box measures 12 x 14 in., 
and it is about 1 in. thick. It is made 
of heavy cardboard with a separate 
compartment for each chisel and has 
a hinge cover. On the inside of the 
cover is a full description of the 
chisels. 

The blade taper of these chisels is 
large, therefore the company states 
that when prying off trim, mouldings, 
etc., or striking heavy blows for 
quick cutting, they will not bend or 
break. These chisels are made in 
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“All Steel” chisel display case 


sizes of %, %, %, 1, 1% and 1% in., 
and the retail prices range from 50 
to 90 cents each. The chisels were 
patented on Feb. 14, 1914. 


Simplex “Indispensable” 
Water Cup 


The Simplex Electric Heating Com- 
pany, Cambridge, Mass., is marketing 
the Simplex “Indispensable” water 
cup. This cup is made of seamless, 
nickel - plated copper with a self - in- 
closed heater. The company states it 
is very useful in the college room or 
the home, for getting shaving water 
quickly and for many requirements 
for hot water or hot drinks in the 
household, where there are children 
or invalids needing attention. It is 
especially useful at night and for all 
of the many uses to which a vessel 
for heating liquids may be used. 

The “Indispensable” is a _ quick 
heater, as it will boil a cup of tea in 
3 minutes, and a pint of water in 6 
minutes, at a cost of less than one- 
third of a cent. This device may be 
used for boiling eggs at the table, and 
a practicable table tray holding four 
eggs is included free with each 1 qt. 
cup. The cup may be freely carried 
anywhere, as the cord is quickly and 
easily removable at the cup by means 
of a quick detachable connector. 

If the cup should be left to boil dry 
the Simplex automatic safety device 
cuts off the current, preventing waste 
or injury of any kind. This cup is 
made in two models, Nos. 1240 and 
1241. No. 1240 is a 1-pt. cup, and it 
is equipped with a 6-ft. silk-covered 
cord and a lamp socket attachment. 
This cup consumes 400 watts of cur- 
rent and is priced at $5, while the No. 
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The Simplex “Indispensable” water cup 


1241 model has a capacity of 1 qt. and 
sells for $5.50. This latter model is 
similarly equipped to the No. 1240. 


THE AETNA STOVE REPAIR COM- 
PANY, has opened a stove repair and 
supply house at Second and Arch 
Streets, Philadelphia, Pa. It will make 
a specialty of repairs for stoves, heat- 
ers, ranges and boilers made in east- 
ern Pennsylvania, and also foreign 
stoves, etc., which have been sold in 
this territory. The company has been 
established in business for twenty-five 
years. 


THE SPENGLER-LOOMIS MFG. CoM- 
PANY, 58 East Washington Street, 
Chicago, IIl., has decided to take up 
the manufacture of electrical heating 
appliances. It is expected that some 
of its products will be ready for the 
market in a few months. 
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“Standard” Underground 
Garbage Receiver 


C. H. Stephenson, 27 Farrar Street, 
Lynn, Mass., has placed upon the 
market the “Standard” garbage re- 

















“Standard” underground garbage recewer 
No. 3A 


ceiver. This receiver is buried in the 
ground, thus avoiding injurious effects 
of wooden boxes and bucket dumpers, 
which are sometimes used with the 
accompanying annoyances of _ the 
refuse being strewn about. 

It is stated that there is absolutely 
no chance of spilling the garbage be- 
tween the bucket and the receiver, as 
the chute empties directly into the 
bucket, thus overcoming unsanitary 
conditions. 

The accompanying illustration shows 
the standard underground garbage re- 
ceiver No. 3A. This receiver contains 
a galvanized bucket, as shown. The 
smaller cover is worked by the foot 
trip, leaving both hands free while 
emptying the garbage. It is closed by 
a gravity system. When the whole 
top is open it makes easy the removal 
of the bucket and its contents. 

The company manufactures under- 
ground garbage receivers in a wide 
range of styles and sizes. There are 
models for every requirement. 


THE WESTFIELD MFG. COMPANY, 
Westfield, Mass., incorporated under 
the laws of Massachusetts, has ac- 
quired the good will, entire plant and 
business of the Pope Mfg. Company 
of Westfield. The Westfield Company 
will continue to manufacture bicycles 
and will be under the direct manage- 
ment of Wilbur C. Walker of Hart- 
ford, who has been connected with the 
Pope Company for about 25 years. 


THE AMERICAN STEEL ADJUSTABLE 
SCREEN DooR COMPANY, Battle Creek, 
Mich., manufacturer of “Fitz-Pat”’ 
adjustable steel screen doors has been 
incorporated. 
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FIRST PRIZE ‘Sir ADVERTISEMENT 


Written by G. R. Gilbert, Retail Clerk 


Employed by Spiro Hardware Co., Birmingham, Ala. 
—thus decides the Hardware Age Jury in the Remington-UMC “‘Speed Shell’’ Adver- 


tisement Contest for Retail Clerks. Two extra prizes were awarded by this Company; 
2nd to L. J. Pourtales, Florence, Ore.; 3rd to E. K. Earle, San Diego, Calif. Many 


other excellent advertisements were submitted. 








Game gets wilder 
every season— 


Are you still using the same old shells? 


Company has concentrated its years of experience 

into these perfect Speed Shells—they are loaded 
for quick action. 

. There are times when a snappy shell would mean 

a hit. | 

Both “‘Arrow” and “Nitro Club”’ shells are loaded 
especially for speed. They have steel linings to save 
lost power from shell expansion and to cut down 
friction, in other words, to give the shot a quick get- 
away. 
Then, too, there is the correct combination of 
powder and shot to give the maximum of speed. 

If you want shells full of sngp, ginger and speed, 
you should give the Speed Shells a trial. 


sxe Remington Arms Union-Metallic Cartridge 


Remington Arms-Union Metallic Cartridge Co. 
WOOLWORTH BLDG. (233 Broadway) NEW YORK CITY 


The “SPEED SHELLS”’— 
Write for 
descriptive 
circular 
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Mr. Gilbert knows from experience that the claims made in his splendid adver- 
tisement are sound—so do thousands of other live retail clerks who are striving every 
day to serve the best interests of employer and customer. 


REMINGTON ARMS-UNION METALLIC CARTRIDGE CO. 
Woolworth Building, NEW YORK 
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“Pioneer” Lift Gate 


The Kokomo Fence Machine Com- 
pany, Kokomo, Ind., is manufacturing 
the “Pioneer” lift gate, which is stated 
to be an exceptionally good gate for 
all farm purposes. It is built in pro- 
portion throughout, so that one part 
of the gate should last just as long 
as any other part. The “Pioneer” 
gate is filled with all No. 9 double gal- 
vanized, square mesh farm fence and 
the company states that this fence 
will last just as long as the 1%-in. 
steel frame. 

Another advantage claimed for this 
gate is derived from the fact that 
each line wire in the fence is tight- 
ened with an individual eye bolt which 
allows for adjustment at any time by 
merely turning the nut on the outside 
of the frame with a wrench. 

The frame of the gate is painted a 
bright red to match the buildings of 
the average farmer. On top of each 
post of the gate is placed a silver 
bronze ornament which adds to the 
attractiveness of its appearance. The 
company states that it is its intention 
to sell all these gates to hardware 
dealers on a 30-day trial basis in or- 
der to get them introduced throughout 
the country. 


Crabill Hose Clamp 


The Crabill Hose Clamp Company, 
Battle Creek, Mich., has recently 
placed on the market the Crabill hose 
clamp in the construction of which the 
company claims to have eliminated 
trouble caused by clamps having a 
single tongue. The company states 
that the tongue of this clamp will not 
hump, causing a leak, as the clamp 
exerts the same strength on all parts. 

The metal is embossed to accommo- 
date the tongue. This gives a smooth 
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The Crabill hose clamp 


inside circle that will not injure the 
hose. 

The Crabill clamp is made in both 
brass and steel, and the company is 
prepared to make special prices or 
weights to specifications upon short 
notice. Clamps for high-pressure 
work can also be furnished. 


THE GERLACH-COFFIELD 'TINNING 
AND FURNACE COMPANY, Indianap- 
olis, Ind., has been incorporated by 
A. W. Gerlach, John V. Coffield and 
W. F. Bailey with a capital stock of 
$10,000, to conduct a tinning and 
sheet metal business. 
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New “Pioneer” lift gate 


The Acme Freezer 


The Acme Freezer Company, 309-11 
Green Street, Philadelphia, Pa., is 
manufacturing the Acme freezer, 
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The Acme freezer 


which sells at from $1 to $1.50 in 
accordance with size. 

It is claimed by the manufacturer 
that this freezer will operate very 
quickly and with little trouble and ex- 
pense. The arrangement of the dasher 
is scientifically designed to freeze the 
cream at a uniform consistency, giv- 
ing it smoothness and richness. 

The freezer is in compact shape and 
can be readily set in an ordinary re- 
frigerator until the cream is wanted. 

The Acme freezer’s construction 
throughout is thoroughly sanitary. 
Every part of it can be washed quick- 
ly, by simply lifting out the cream 
can, removing the lid and taking out 
the dasher. 


Can Opener and Holder 


The Joanita Novelty Company, 512- 
514 West Seventh Street, Los 
Angeles, Cal., has recently placed 

















New Joanita can opener and holder 


upon the market the Joanita can 
opener and holder, which, the com- 
pany states, will make a_ perfect 
pitcher out of a can. 


This can opener and holder can be 
used for canned milk, table oil, syrup, 
etc. It is sanitary and protects the 
contents of the can from flies and 
dust, and it will also keep milk clean 
and sweet. 

One of the rubber rings is put on 
the spout, the other being kept for 
emergency use. The can prober is 
placed in the holder so that the little 
tips rest on top of the can. Then the 
lever is pressed very quickly, to make 
the proper holes in the can. The com- 
pany states that the holder should be 
washed before it is used on another 
can. 


“Quality” Aluminum Meas- 
uring Spoon 


One of the latest additions to the 
line of “Quality” aluminum cooking 
utensils manufactured by the E. A. 
Fargo Company, Taunton, Mass., is 
the “Quality” measuring spoon. 

These spoons, five in number, meas- 
ure accurately one-quarter teaspoon- 

















The “Quality” aluminum measuring 
spoon 
ful, one-half teaspoonful, one tea- 


spoonful, one dessert-spoonful and one 
tablespoonful. They are joined togeth- 
er by a ring, from which they may be 
hung. 

It is stated by the company that 
these spoons make accurate measur- 
ing easy and therefore that there is 
no more guessing of small measures 
in recipes. The spoons are packed - 
one dozen in a box, with one mounted 
on a printed display card. They sell 
at 25 cents each, retail. 


THE CANADIAN VENTILATOR COoM- 
PANY, LtTp., Ottawa, Ont., has been 
incorporated with a capital stock of 
$50,000 to manufacture ventilators, 
weather strips, etc. 
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See the Cycle Sensation of the Century 
At the Cycle Shows 


Chicago Show—Sept. 20-25 New York Show—Oct. 11-16 
One of the best known and most successful cycle men in the country, when he first saw the 
Smith Motor Wheel said, “This will be the biggest thing that’s happened in cycledom in 20 
years.” 

How this prediction has come true is evidenced by the tremendous success of this “little giant 
of the road” during the past few months. 
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maker. We want more of the right kind of dealers. 





(Detachable) | 
. 99 = 
‘*The Bicycle Booster | 
Smith Motor Wheel distribution covers every State in the The Smith Motor Wheel | 
| Union and many foreign countries. Everywhere it is shown attaches to any bicycle in fe |=V 
it quickly becomes the one topic of conversation among “out- minutes. Speeds up to 25 — (= 
, J, ff the bicycle business may be an hour—runs 100 to 125 miles |= 
_ ea reget na a : ; 6 on agallon of gasoline—ts fully =| 
judged by the statement of a California dealer who says “30 controlled by one small thumb =| 
out of 41 people I have sold Motor Wheels to have bought lever attached “ 4 a |= 
Pa oe ” : ‘leanly, simplicity itself bars of the bicycle. igh ten- Sj 
bic) cles also. Thoroughly practical, cleanly, si pli y | dew: Lieaide-tidah daad Co = 
in operation, the Motor Wheel occupies a place all its own in buretor—non-skid double tube =" 
cycledom. See it at the Chicago Show, Sept. 20-25 or New clincher Tire. =| 
York Show, Oct. 11-16—talk with hundreds of Smith Motor Fully wi ote by U. S. and 
Wheel dealers, then judge for yourself what the Smith Motor ght patra on “ens 
Wheel will mean to you as a business builder—and profit MILWAUKEE | a | 


Motor Wheel Division ‘‘126”’’ 


A. O. SMITH COMPANY, Milwaukee, Wisconsin 


Largest Manufacturers of Automobile Parts in the World 
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Clark Auto Lock 


The Clark Lock Company, 57 Eddy 
Street, Providence, R. I., has recently 
placed upon the market the Clarx 

















The Clark auto lock 


auto lock for Ford automobiles. With 
this lock it is impossible for a car 
owner to forget to lock it, as it locks 
automatically when the ignition switch 
is thrown off. 

All combinations are set in the fac- 
tory, no two being alike. A card is 
attached to each lock giving the com- 
bination and the means of working it, 
also describing the method of attach- 
ing the lock to the car, and, by fol- 
lowing these instructions, any owner 
can attach a lock to his car in a few 
minutes without drilling any holes or 
marring the car in any way. 

The lock is made of aluminum, 
brass and steel, and it is stated to be 
of first class workmanship through- 
out, being particularly designed for 
strength and beauty. All screws 
holding the lock are inaccessible when 
the lock is closed or when the switch 
is off. These locks are priced at $3.50 
each. 


The Seng Horn Switch 


W. P. Seng, 1450 Dayton Street, 
Chicago, Ill., has placed upon the 
market the Seng switch for automo- 
bile electric horns. This switch is 
made in the form of a ring, which is 
placed upon the steering column, di- 
rectly below the steering wheel. The 
ring has a circumference slightly 
smaller than that of the steering wheel 
itself and its position directly below 
the steering wheel enables the driver 
of the car to sound the horn without 
the necessity of taking his hand from 
the control mechanism. 

A touch on any portion of the cir- 
cumference of this ring switch is suf- 
ficient to sound the horn, and the ad- 
vantage claimed for the device is that 
there is no looking around for a but- 
ton when the horn is to be sounded, as 
the ring presents a readily available 
means of warning pedestrians in dan- 
ger, etc. 

These switches are all made of non- 
rusting material, and they are stated 
to be unbreakable and carefully and 
accurately constructed, with nothing 
to get out of order or cause trouble. 

















The Seng horn switch in use 


The Seng switches are made in two 
models, one adapted for large auto- 
mobiles and the other for Ford cars. 
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Scientific Auto Deflectors 


The Springfield Auto Deflector 
Company, Inc., Springfield, Ohio, has 
recently placed upon the market the 

















The “Wheeler” auto deflector 


“Wheeler” scientific auto deflector. 
This is an invention for eliminating 
the glare in large headlights on elec- 
tric lighted automobiles by condensing 
the rays of light instead of dimming 
them. It is stated that with the 
“Wheeler” deflectors the light rays 
are thrown on the road in front of the 
car more intensely, allowing a good 
driving light. 

The “Wheeler” deflectors are made 
cf spring brass, thoroughly nickel- 
plated. They weigh about 1% oz. per 
pair, and they are so constructed as to 
permit adjustment when inserting the 
bulb. 

The “Wheeler” deflectors can be 
easily attached. After replacing the 
bulbs in the lamp sockets the lights 
should be turned on to see that they 
are properly connected up. These de- 
flectors sell for $1.75 per pair, and it 
is stated that with them a speed of 
o0 to 40 miles an hour can be at- 
tained without impairing the light, 
and that ‘the driver will be able to 
steer clear of small stones and 
rocks, etc. 
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Double Guarantees 
Back Every Kopper King Plug. 






The user is guaranteed a new plug ora refund 
of the purchase price should any Kopper King 
not give complete satisfaction. He is the sole 
judge. The Sharp Spark Plug Company makes 
good on the same basis for any plug returned 
to you. 









You, as merchant, are guaranteed the privilege of re- 
turning at any time any or all unsold spark plugs 
bought from us. This guarantee is absolute. You %” x 18 REG. 
cannot lose. The 


Kopper Kin 


(Carbon and Rust-Proof) 


plug stands the gaff; it makes and holds customers. 
Sparking troubles are prevented. The copper covered 
shell does away with short-circuiting caused by 
carbon and soot deposits in the shell. A Kopper King 
will not rust. All the other essentials of a good plug 
are here also; elbow-shaped firing-points, copper- 
covered asbestos gaskets, etc. Sell the plug that pro- 
tects you and your customer. 
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RETAIL PRICE 


In purple colored tin cartons ... . . . . $1.00 each 
Sets of six in stout brown canvas cases .. . . 5.00 per set 





%” x 18 LONG 


The Sharp Spark Plug Co. 


3343 Broadview Road “ e Cleveland, Ohio, U.S.A. 








Please send me merchants’ proposition and infor- 
mation regarding the selling of spark plugs. Also 
send the 9x11 hanger, describing the threads in 
use and the exact thread for each car. 
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This tag is tied 
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The “Lazeo” Vuleanizer 


The Lazarus Mfg. Company, 746 
Euclid Avenue, Cleveland, Ohio, has 
placed upon the market the “Lazco” 
vuleanizer for Ford and motorcycle 
tires and tubes. This vulcanizer is 
smaller than the company’s “Two-in- 
One” vulcanizer, but contains all its 
advantages’ in repairing tires of 
smaller size. 

The vulcanizer is adapted for use 
on casings and inner tubes. It is 
stated by the company that the in- 
closed flame, while enabling the owner 
to use it successfully on the road 
(wind or inclement weather having no 
effect upon its burning), also admits 
of its use with safety in the garage. 
The outfit is nickel plated with a 
ground surface. The price, including 
a roll of “Lazco” repair rubber is 
$1.50. 

Water is placed in the “Lazco” 
vulcanizer in a small compartment at 
the factory, and this needs no further 
attention. In vulcanizing, all that is 
necessary is to fill a small cup which 




















The “Lazco” vulcanizer for Ford and mo- 
torcycle tires and tubes 


is furnished with the outfit with gaso- 
line, pour this into the vulcanizer and 
ignite it. This will heat the water, 
thereby generating steam to the prop- 
er temperature for vulcanizing. When 
cool the steam condenses with water 
again and the vulcanizer is ready for 
another application. 

The “Lazco” vulcanizer may be used 
on any tire up to 3% in. 


The “Sure-Stick” Electric 
Vuleanizer 


Sackett & Ogden, Columbus, Ohio, 
have recently brought out the “Sure- 
Stick” electric vulcanizer. The “Sure- 
Stick” will vulecanize tubes and 
casings with the same electric current 
which starts and lights the motor car. 
With it inner tubes or small casing 
cuts can be vulcanized in 20 to 30 
minutes. It weighs less than 2 lb. 
and gives 50 lb. direct pressure. The 
vulcanizer is made of cold rolled steel, 
highly nickeled, and it was patented 
on March 9, 1915. 

This vulcanizer operates from any 
6-volt lighting circuit. It can be used 
in any weather, as wind or rain will 
not interfere with its operation. The 
vuleanizer can be used to vulcanize 
inner tubes while the car is in motion, 
which is found to be a great con- 
venience while touring. The clamp 


can be opened and the patch inspected, 
whereupon the clamp may be replaced 
if further curing is desired. The vul- 

















The “Sure-Stick” electric’ vulcanizer 


canizer can be used repeatedly, as it 
does not require time to cool. 

Each vulcanizer is packed with a 
complete outfit, including attaching 
cord and plug, cement, and Para 
rubber sufficient for repairing ten to 
fifteen punctures. The light weight 
of this accessory makes it convenient 
to carry in the toolbox, and it is also 
very simple in operation. Complete 
instructions are furnished with each 
outfit, which is priced at $3. 


“Glasgow” Safety Fender 


The S. G. Safety Fender Company, 
Abbott Building, Broad and Race 
Streets, Philadelphia, Pa., has placed 
upon the market a “Glasgow” safety 
fender, which the company states posi- 
tively keeps a person or object from 
falling beneath a motor car. The 
“Glasgow” safety tender is so con- 
structed that it may be instantly re- 
leased by the driver, covering the en- 
tire front of the car from the top of 
the wheel to within 2 in. of the ground 
with a flexible canvas pocket so ar- 
ranged and adjusted that it will pick 
up any object in its path and carry 
it until the car can be brought to a 
full stop. 

It is stated that this device can be 
readily attached to any make or style 
of automobile, and, when not in use 
as a life-saving fender, it appears 
simply as a high-class bumper, and 

















The “Glasgow” safety fender 


as such it affords protection to the 
delicate mechanism of the car by the 
method of its connection. 


THE AMERICAN AXE & TOOL CoM- 
PANY, Glassport, Pa., has acquired the 
plant of the Van Doren Mfg. Com- 
pany, maker of drop forged hammers, 
etc., Chicago, III. 


canvas. 
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No. 12 “Duplex” Folding Pail 


The Planet Company, Westfield, 
Mass., has placed upon the market the 
No. 12 “Duplex” folding pail. These 
pails are rigid, strong, simple and 
occupy but little space. They are 
made of heavy brown water-proof 
The metal parts are of rust- 
proof spring:steel. It is stated by the 
company that the pails are water-tight 
in any climate and will not become 
brittle or decay through use or mis- 
use. They are useful for boatmen, 
campers, horsemen, sportsmen, auto- 
mobilists, etc. 

The top and bottom metal rims are 
supported by jointed metal uprights 
that can be quickly and easily re- 
moved when it is desired to collapse 
and fold the pail. These pails are 
made with a double fold, which can 
be collapsed or folded flat and then 
folded double or, in half the pail’s 
length or diameter. The No. 12 pail 
shown in the accompanying illustra- 
tion has a capacity of 10 qt. It meas- 
ures 11 in. in diameter, 9% in. deep 

















“Duplex” folding pail No. 12 


and folds in a space of 18% x6x2% 
in. This model sells for $1.50 and 
is packed one in a box. 


“Perfect” Automobile  Li- 


ecense Tag Holder 


The Cornelius-Browning Auto Com- 
pany, Toledo, Ohio, has_ recently 
placed upon the market the “Perfect” 
automobile license tag holder, which 
is stated by the company to meet a 
long-felt want. These license tag 
holders are well finished and can be 
attached to a car in a short time with- 
out the use of tools. 

The “Perfect” holders are fastened 
to the rods connecting the headlamps 
of the motor car. They will last in- 
definitely and can be changed from 
one car to another in a minute or so. 
These holders sell at 50 cents a pair. 

The “Perfect” holders do not allow 
the license plate to swing as do straps 
or wire, and they meet with the re- 
quirements of the law in this respect. 
The holders are neat in appearance, 
and by their use it is claimed the 
license numbers will always be free 
from soil and will look new and 
bright. 


A. B. & J. RATHBONE, Palmer, 
Mass., manufacturers of pinion wire, 
etc., are preparing plans for a new 
building, to be 160 ft. x 40 ft., one 
story high, with basement. 
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High speed—the most gruelling 
test of a spark plug—has helped to 
develop Champion Reliability. 


Each separate Champion type has 
been exhaustively tried out under rac- 
ing conditions in the motor it is built 
to serve. 


We have subject- 
ed Champions to a 
flow of sparks far 
more rapid and con- 
stant than the aver- 
age motorist ever 
develops in his car. 


This is merely 
one of the methods 
we have adopted to 
assure our patrons 
perfect spark plug 
service under all 
conditions. When 
you encounter 
emergencies, excep- 
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(5% of all Americon-made gasoline 
motors for every purpose—automobile, 
tractor, stationary and marine—are equip- 
ped by their makers with Champion Spark 
Plugs. 


When the leading concerns of the 
industry so univers- 
ally adopt Cham- 
pions as_ standard 
equipment it means 
that they know 
Champions will give 
greater service, power 
and efficiency in their 
motors than any 
other plug they can 
buy. 


If you see that all 
spark plug replace- 
ments are Cham- 
pions, your custom- 
ers will continue to 
obtain that power, 
service and efh- 
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There is a_ spe- 
cially designed Champion Plug for 
every type of motor—Ford, Buick, 
Overland, Studebaker, Maxwell and 
over sixty others. 


sive, most success- 
ful dealers in the country. Recom- 
mend Champions. Make your spark 
plug line exclusively Champion. 


The Champion Guarantee 


Dealers who did not secure our profit-sharing contract for all of 1915 should not fail to get one 


effective for the last 6 months of the year. 


Champion Spark Plug Company, 1715 Upton Ave., Toledo, O. 


See your jobber’s salesman or write direct to us. 
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“Old English’ Wax 


The A. S. Boyle Company, 1934- 
1940 Dana Avenue, Cincinnati, Ohio, 
is manufacturing the “Old English” 

















Exterior of a can of “Old English” waz 


wax, which may be used to clean and 
polish a body, hood, fenders, etc., of 
an automobile. 

It is stated by the company that 
this wax forms a light coat over the 
finish of a car, which protects it from 
the weather and often saves the ex- 
pense of revarnishing. This wax 
prevents mud spots and does not 
show scratches, it sheds water and 
dust and is very easy to use. 

The “Old English” wax is applied 
in a thin coat with cheesecloth or 
cotton waste, and after allowing it to 
dry for five minutes it is then rubbed 
to a polish with another soft cloth. 
The company states that the best re- 
sults are obtained by using this wax 
before the car shows signs of wear. 


Harris Steel Drums 


The A. W. Harris Oil Company, 
326-328 South Water Street, Provi- 
dence, R. I., is now using a new 15-gal. 
drum, which is shown in the accom- 
panying illustration. The company 
states that its object in using this new 
drum is to meet a demand for a se- 
cure, non-leakable package of moder- 
ate size, to be stored in private 
garages. Each of these drums is 
equipped with a faucet for the con- 
venience of the customer when draw- 
ing the oil. 

When shipped from the works, the 
faucet is attached to the under side 
of the large plug in the drum, and 

















New 15-gal. steel drum in which Harris 
oils are put up 


by removing this plug with a wrench 
the faucet is readily detached. The 
faucet is threaded to fit the small plug 
hole in the head of the drum, and 
when so placed the customer has his 
oil supply readily and conveniently ac- 
cessible. 

It is stated that these packages, 
being of steel and coated to prevent 
rusting, will not leak. 


“Panhard” Cylinder Oil 


George A. Haws, Inc., 142-144 
Front Street, New York City, is 
manufacturing the “Panhard” cylin- 


_ der oil, which is refined from Pennsyl- 


vania crude. The manufacturer states 
that this oil is uniform in quality and 
that it is of exceptionally heavy lubri- 
cating body at high temperatures. It 
is also claimed that this oil will not 
carbonize or smoke unless it is fed 
too freely. 

The “Panhard” cylinder oil is made 
in light, medium heavy, extra heavy 
and motorcycle grades. It is put up 
in both cans and barrels. The oil cans 
have sealed spouts to prevent refill- 
ing. 

The light grade is yellow. It has 
a high fire test and is adapted to all 
water-cooled engines of especially 
high compression. The medium is of 
orange color. It is suited to all ordi- 
nary types of water-cooled motors, 
having either gravity, splash or force- 
feed systems. The heavy grade is an 
orange-red color. This grade is for 
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A can of the “Panhard” cylinder oil 


use with water-cooled motors of low 
compression, and also nearly all heavy 
commercial vehicles and foreign-made 
pleasure cars. The extra heavy oil is 
red. It is made for automobile en- 
gines which develop unusual heat, or 
where the compression is weak, and 
also for high-speed motor boats. The 
motorcycle cylinder oil is dark red, 
with a pronounced greenish cast. It 
has a very high fire test and viscosity. 
It is intended for summer use on 
motorcycles and _ similar engines 
which require a very heavy-bodied oil. 
This grade is also particularly suited 
to Fiat cars. The manufacturer states 
that it is exceptionally well filtered. 


THE EQuITY STOVE COMPANY, 
Shakopee, Minn., has changed its 
name to the Shakopee Stove Company. 
A building has been leased, and the 
necessary machinery will be installed 
as soon as the building is ready for 
occupancy. The company also con- 
templates the erection of a large 
brick warehouse, and expects to be in 
operation about Oct. 1. 


THE STERLING MACHINE WORKS an- 
nounce the sale of their business to 
the Pedrick Tool and Machine Com- 
pany of Philadelphia, Pa. 
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“Peerless” Top Dressing 


The Columbus Varnish Company, 
Columbus, Ohio, put out the line of 
“Peerless” automobile specialties, 

















Exterior of a can of “Peerless” mohair 
top dressing 


starting five years ago with one item, 
a mohair top dressing, and gradually 
increasing the line until it is now 
made up of fifteen items. 

Prominent among the products re- 
ferred to is “Peerless” mohair top 
dressing for waterproofing and re- 
habilitating old tops. This product is 
essentially a dressing, not a coating. 

This dressing will dry over night 
and will not collect dust. The regular 
color is black, used on dark colors to 
cover stains and grease spots, but the 
“Peerless” dressing is also manufac- 
tured in the “clear” as a waterproof- 
ing material for light colored tops. It 
can be used on mohair, duck and can- 
vas cloth tops and curtains, but is not 
for leather. 


The “Whirlwind Traffic 
Officer” 


The Welch Novelty Company, 4540 
West Papin Street, St. Louis, Mo., 
has brought out the “Whirlwind Traf- 
fic Officer,” which is an ornament de- 
signed to be attached to the radiator 
cap of an automobile. The company 
states that the “officer” is indestruc- 
tible. It is attached by a small bolt 
and is ball-bearing. 

The novelty is moved by the air. It 

















The “Whirlwind Traffic Officer’ to be at- 
tached to the radiator cap of an 
automobile 
is handsomely mounted, measuring 
6 in. high and weighs 10 oz. It is 

enameled in four colors. 
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Get ready for a big winter business 


on THERMITE 


THERMITE isa scientific anti-freezing solution for auto- 
mobile radiators. 

Pure THERMITE prevents freezing down to Seventy 
Below Zero. With water, in a_ half-and-half solution, 
THERMITE puts the freezing point at Sixteen Below Zero. 
Each autoist determines the proportion for himself, according 
to the point at which he needs protection, which varies in dit- 
ferent climates. A freezing chart and scale go with each can. 

THERMITE does not evaporate. 
leaks or overflows, one application will last an entire season. 
THERMITE is put up in lithographed cans retailing at one 
dollar and a quarter. 


Last winter the demand for 


THERMITE 


‘‘Chemically Correct’’ Anti-freeze 


Except for losses due to 


was almost phenomenal. This winter it will 


be the same, only more so. 


Special Thermite Announcement 


Owing to recent rulings of the freight classifica- 
tion committees in New York and Chicago, we are 
arranging to ship, prepaid, several car loads of 
THERMITE to New York and Kansas City, to be 
distributed to our various jobbers from those two 
points. This makes a big cut in transportation 











charges to points in the east and west and overcomes 
what was a serious handicap last winter. 


Dealers should get in touch with their jobbers at 
once and arrange to do a big winter business on 
THERMITE. Remember, THERMITE is one of 
those things which a car owner “wants when he 
wants it.” ) 


The Northwestern Chemical Co. 


Marietta, O. 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


GRAND MOUND, IOWA.—Moeller & Detlef, one of the 
oldest business firms in this city, have disposed of their 
stock to Olsen Brothers, formerly of Albert Lea, Minn. The 
new firm is now in possession, carrying automobile accessories, 
baseball goods, bathroom fixtures, belting and packing, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supphies, dog collars, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy hardware, home 
barbers’ supplies, kitchen housefurnishings, linoleum, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. Catalogs 
requested on electric light fixtures and eléctric irons. 


LAURENS, IOWA.—A change has taken place in the J. P. 
Shoemaker hardware store. E. M. Anderson is the pur- 
chaser. He has put in a new stock of the following, on which 
he requests catalogs: Builders’ hardware, building paper, 
children’s vehicles, churns, cutlery, dog collars, electrical 
household specialties, fishing tackle, furnaces, furniture de- 
partment, gavanized and tin sheets, heating stoves, heavy 
hardware, home barbers’ supplies, lubricating oils, mechanics’ 
tools, oil cloth, gwen department, poultry supplies, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
a sporting goods, tin shop, toys and games and washing 
machines. 


MARNE, IOWA.—A. C. Frederickson has opened a store, 
and will deal in implements and heavy hardware. Catalogs 
requested. 


MERRILL, IOWA.—Joseph Wilhelm has bought the in- 
terest of Mr. Anderson in the firm of Anderson & Hoffman. 
The concern’s name has been changed to Hoffman & Wilhelm. 
Catalogs requested on hardware, ranges and furnaces. 


MOUNT VERNON, IOWA.—The Noller hardware store, 
formerly owned by T. E. Noller of Sigourney, has been sold 
to C. H. Vanderham. The business will be continued under 
the title of the Vanderham Hardware Company. 


SIBLEY, IOWA.—H. L. Wheeler has bought an interest in 
the Madison Hardware Company. 


SIOUX CITY, IOWA.—tThe Sioux City Implement Company 
has been incorporated to deal in washing machines, gasoline 
engines, lubricating oils, heavy farm implements, pumps, 
wagons and buggies. The capital stock is $25,000 and the 
ne gag are H. E. Ralston, Roy Coffeen and G. W. 

parks 


VINTON, IOWA.—The First Implement & Automobile Com- 
pany, which carries a line of implements, electrical and auto- 
mobile supplies, and does electrical contracting and automo- 
bile repairing, is now remodeling its building. When com- 
pleted it will add a line of hardware to its present stock. 
$20 business was organized six years ago with a capital of 

0,000 

NEODESHA, KAN.—William J. Rath has secured addi- 
tional space, made necessary by the steady growth of his 
hardware business. He now carries a complete stock of 
hardware, to which gas fittings and plumbing goods have 
been recently added. Catalogs requested on automobile 
accessories, bathroom fixtures, bicycles, buggy whips, builders’ 
hardware, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, tin shop, wagons and 
buggies and washing machines. 


PRETTY PRAIRIE, KAN.—The Pretty Prairie Implement 
Company, doing both a wholesale and retail business, will 
erect a three-story building 50 by 60 ft., at an estimated cost 
of $7,500. 

VERMILLION, KAN.—T. F. Smith is successor to Smith 
& Sunderland. 


ISHPEMING, MICH.—The John Jochim Hardware Com- 
pany has been dissolved, and the business hereafter will be 
conducted under the name of the John W. Jochim Hardware 
Company. Catalogs requested on belting and packing, 
bicycles, builders’ hardware, building paper, churns, cream 
separators, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 


CUYUNA, MINN.—The Cuyuna Hardware Company has 
moved its stock into new quarters. 

ELROSA, MINN.—B. Osendorf will engage in the hard- 
ware and implement business, dealing in automobile acces- 
sories, bathroom fixtures, belting and packing, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware. dairy supplies, fishing teckle, 
furnaces, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, iron beds, kitchen cabinets, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, pumps, ranges and 
cook stoves, sewing machines, shelf hardware, tin shop, 
wagons and buggies and washing machines, on which cata- 
logs are requested. 

ISANTI, MINN.—Oleson & Co., have dissolved partnership. 
Wilfred Oleson will continue the business, without any change 
in the firm name. 

MAHNOMEN, MINN.—H. M. Wilcox has bought the inter- 
est of T. M. Keefe in the implement business of H. M. Wilcox 
& Co. He requests catalogs on belting and packing, buggy 
whips, lubricating oils, gasoline engines, pumps, heavy farm 
implements, wagons and buggies, heavy hardware and wash- 
ing machines. 


PIPESTONE, MINN.—Frank Turk of Little Rock, Iowa, 
has bought G. H. Luehrs’ hardware store. The stock has been 
rearranged and increased, and comprises fishing tackle, 
bicycles, cutlery, dairy supplies, mechanics’ tools, lubricating 
oils, washing machines, furnaces, builders’ hardware, etc. 


ROCHESTER, MINN.—C. W. Case has recently made sev- 
eral improvements in his store, including the installation of 
several new show cases and other up-to-date equipment. 


NORFOLK, NEB.—Gustave Hahn is proprietor of the 
Graham hardware store. 


SCHUYLER, NEB.—The H. J. Tully Implement .Company 
has taken over the implement business of Tully Brothers. 


JERSEY CITY, N. J.—Kemp & Co., located at 682 Newark 
Avenue, handling hardware, paints, varnishes, glass, me- 
chanics’ tools and electrical supplies, have disposed of their 
business to August Schuster. 


OLEAN, N. Y.—E. B. Saunders of Portville, N. Y., has 
bought the hardware business of August Edel. The stock 
consists of baseball goods, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, crockery and glass- 
ware, cutlery, dog collars, fishing tackle, hammocks and tents, 
lubricating oils, mechanics’ tools, prepared roofing, pumps, 
shelf hardware, sporting goods and washing machines, on 
which catalogs are requested 


ONEONTA, N. Y.—The Stevens Hardware Company has 
been incorporated as successor to T. W. Stevens, with a 
capital stock of $50,000, to deal in the following: Automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, linoleum, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. T. W. 
Stevens is president and treasurer and C. Franklin Stevens 
vice-president and secretary. 


SALISBURY, N. C.—The Salisbury Hardware & Furniture 
Company is now occupying its new premises at 120 South 
Main Street. The building is two stories high with basement, 
equipped with both passenger and freight elevators. Its 
business is both wholesale and retail. 


INKSTER, N. D.—A hardware store has been opened by 
A. Sorg. His stock comprises baseball goods, bathroom 
fixtures, belting and packing, buggy whips, builders’ hard- 
ware, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, "edbeioatine oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods tin shop and washing machines. 

KENSAL, N. D.—The Cox-Nelson Company, with a store 
also at Courtenay, has disposed of its stock and building to 
Ekren Brothers. 

MOTT, N. D.—The partnership of Lee & Thorp has been 
dissolved. J. J. Lee has retired, and the business will here- 
after be conducted by R. T. Thorp. Catalogs requested on 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cutlery, dairy supplies, 
dog collars, fishing tackle, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents, har- 
ness, heating stones, heavy hardware, iron beds, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. 


NEW PARIS, OHIO.—The L. K. Reid Hardware Company 
has been reorganized under the name of the Reid Hardware 
Company. Additional capital invested in the business will 
enable the company to add to its present stock. The change 
will not take effect until Jan. 1, 1916. 

HAYWARD, OKLA.—L. D. Groom has sold his hardware 
store. The Farmers Hardware Company is the purchaser. 


HOBART, OKLA.—John M. Morris is purchaser of the 
hardware stock of George C. Naden, who will retire from 
business. 

INOLA, OKLA.—The Inola Hardware and Implement Com- 
pany has been sold to G. H. Rash and John Colt. The firm 
name will remain unchanged. 


OKEEMAH, OKLA.—P. W. voy oe has disposed of his 
stock of hardware and furniture to W. H. Lee 

TEXHOMA, OKLA.—The Mallett g Fo Hardware 
Company has established itself in business, carrying a stock 
consisting of bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, crockery and glassware, cutlery, 
galvanized and tin sheets, harness, heating stoves, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, poul- 
try supplies, shelf hardware, wagons and buggies and wash- 
ing machines. 

DALLAS, TEXAS rare Company, 
doing both a wholesale and retail business, has been incor- 
porated by C. H. More, A. S. Gay and E. A. McGary. The 
capital stock is $25,000. 

MANNINGTON, W. VA.—F. A. Burt has taken over the 
L. Snyder hardware business. The stock comprises bicycles, 
buggy whips, builders’ hardware, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dog col- 
lars, dynamite, electrical household specialties, fishing tackle, 
furniture department, galvanized and tin sheets, gasoline 
engines, hammocks and tents, heating stoves, heavy farm 
implements, heavy hardware, kitchen housefurnishings, lime 
and cement, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing. 
pumps, ranges and cook stoves, shelf hardware, wagons and 
buggies and washing machines, on which catalogs are re- 
quested. 
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ALUMINUM CHRISTMAS 
GOODS IN HOLLY BOXES 


RETTY boxes do not make the wares better, but they do make them 
sell better for Christmas gifts. ‘These boxes are made of heavy box 
board. ‘The designs are in rich red and green holly. 


HERE are Cas- 

seroles, Percolat- 
ing Coffee Pots, Con- 
diment Sets, in many 
combinations, Napkin 
Ring Sets, Egg Slic- 
ers, Children’s Sets 
in a large assortment, 
Toilet Goods and 
Novelties. 


LUMINUM ware 

is particularly 

popular for gifts be- 

cause of its usefulness 

and practicability. 

And there is no other 
line like ‘“Viko.” 


HESE pictures 

show only a few 
styles in our special 
line of Christmas 
goods. There are 
over fifty more sep- 
arate numbers in our 
catalog number six. 


HE bright colors 

in the holly boxes, 
combined with the 
beautiful finish of the 
wares, will attract 
much attention. 





DVANCE orders from merchants who have already bought them, 
indicate that this line will prove a winner for the holiday trade. 


Write today for Catalog No. 6 





Aluminum Sales & Mfg. Co., Inc. 


Capitol Ave. at Walnut St., 483-5 Broadway 
INDIANAPOLIS NEW YORK CITY 
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INEST QUALITY HAND 
fp SAW STEEL 


OR MORE THAN 50 YEARS “DIAMOND EDGE” SAWS 
HAVE STOOD THE TEST AND ARE THE BEST 
Every Year They Become More Popular With the Mechanics. 
Made Correctly. FAST CUTTING. Profitable and Quick Selling 


The Taper Grinding Reduces Friction and Makes Them Run Easy. 
The Teeth Are Bevel Filed by Hand, Which Produces a Sharp Needle Point and Makes Them 


Fast Cutting. 
Made of the Finest Quality Hand Saw Steel. Fully Warranted. 


LET US SEND YOU A SAMPLE TODAY. WRITE US 














